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SUBURBAN COUNTY 
BOARDS DISSOLVE 


Richmond, Nassau and Queens Asso- 
ciations to be Wound Up 
—Five Left 


EXCHANGE  #£=YNOT AFFECTED 


Organizations Formed Eight Years Ago 
Have Been of Little Real 
Service 


Members of the Richmond, Nassau 
and the Queens County boards in the 
New York suburban territory, decided 
a few days ago to formally dissolve 
their respective organizations, and so 
notified the management of the Subur- 
ban Fire Insurance Exchange, which 
has jurisdiction over the entire terri- 
tory. 

There are five other kindred associa- 
tions in existence, namely those of 
Westchester, Suffolk, Putnam and Rock- 
land counties, and the City of Yonkers, 
each of which has expressed a desire to 
continue, the Suffolk county men es- 
pecially feeling that their interests and 
those of their clients and companies 
would be benefitted by such a course. 

Managing underwriters have no preju- 
dice in the matter one way or the other, 
though frankly stating that under pres- 
ent arrangements the county boards 
serve no especially useful purpose, and 
might easily be spared from the busi- 
ness. 

At a recent gathering of the Suburban 
Fire Insurance Exchange a resolution 
was submitted calling for the dissolu- 
tion of all county boards within the 
association territory. Not being vigor- 
ously pressed the resolution was tabled, 
the prevailing sentiment being that the 
smaller organizations would retire of 
their own volition, and as already noted 
three have since concluded to do so. 

County boards began their existence 
in 1907, coincident with the formation 
ef the Suburban Fire Insurance Ex- 
change, the thought being that they 
would be of pronounced aid in further- 
ing the work of the governing body. 

Without power to formulate rates or 
rules, or even to discipline their mem- 
bers for infractions of either or both, 
the county organizations speedily failed 
to attract or to hold agents, and in 
rome instances meetings were not held 
for a year at a time. Their pass'ng 
was inevitable, and the surprise of 
many agents and head office men is 
that it was so long delayed. 





W. VA. COMPANY DISSOLVES 

Official announcement is made of the 
voluntary surrender of its charter by 
the Kanawha Insurance Company, of 
America, having offices at Maywood, W. 
Va. The concern was formed some 
years ago by the American Cotton Oil 
Company, and used mainly as a war- 
ranty by the latter organization in wr t- 
ing its extensive and extended milling 
properties. 
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A SURPASSING RECORD 


Never yet equalled by the first seven years in business of 
any stock casualty, surety or miscellaneous 
insurance company in America 


Net Premiums Written in 1914 
$4,568,520.19 


Showing a Gain Over 1913 of $1,165,484.63 


Such is the unparalleled record for the seventh year 


of the 


Massachusetts Bonding 
and Insurance Company 


BOSTON 


T. J. FALVEY, President 
JOHN T. BURNETT, Treasurer 


Capital, $2,000,000.00 


*Admitted Assets, Dec. 31, 1914 


(On basis allowed by Insurance Departments) 


Liabilities, Except Capital 


$4,641,311.31 


2,403,802.93 


Surplus to Policy-Holders .. $2,237,508.38 


*In this statement assets amounting to $386,489.72 are deducted 
in accordance with the regulations of supervising insurance officials. 
Judged by experience of the past, these assets are deemed to be worth 
their face value, making the 


Surplus to Policy-Holders . . .$2,570,643.20 


By the Books of the Company 


A MASSACHUSETTS CORPORATION TRANSACTING 
BUSINESS THROUGHOUT THE UNITED STATES and 
writing Fidelity and Surety Bonds, Liability, Automobile 
and Teams Property Damage, Workmen’s Compensation, 
Personal Accident, Health, Burglary, Theft and Plate Glass 


Insurance. 


A reliable Company which protects its Policyholders, its 
Agents and its Broker-friends 











WOMEN HEAR TRUTH 
ABOUT INSURANCE 


Haley Fiske and J. A. De Boer Address 
Feminine Ceebrities at 
Providence Banquet 


PROMINENT LAYMEN PRESENT 


Mr. Fiske Says Insurance Companies 
Have Responsibility for Health 
of Communities 

A number of the wealthiest men in 
conservative Rhode Island are luke- 
warm on the subject of life insurance, 
and the newspapers of Providence have 
also been apathetic As everywhere 
women have shown a disposition to 
be opposed to life insurance 

To kill two birds with one stone the 
Rhode Is‘and Life Underwriters Asso- 
ciation held a banquet in Providence 
a few days ago and asked representa- 
tive men and women of the State to 
hear life insurance experts talk about 
their profession, its beneficence and its 
responsibilities. It was strictly an edu- 
cational affair. 

Haley Fiske, vice-president of the 
Meiropolitan, Joseph A. De Boer, presi- 
dent of the National of Vermont, and 
Superintendent of Agents G. M. Love- 
lace, of the Connecticut Mutual, made 
the addresses. 

The guests included the presidents 
of the women suffrage organizations, 
mothers’ clubs and other associations 
of women, and then some of the best 
known business men of the State, 
as well as ministers, priests and 
lawyers. The banquet hall: of the 
Narragansett Hotel was crowded. Presi- 
dent Crum, of the Rhode Island associa- 
tion, was in the chair. 


Evo ution of Life Insurance 


Mr. De Boer sketched the evolution 
of life insurance, explaining how the 
different benefits in policies were orig- 
inated. Mr. Fiske divided his talk into 
four sections: First, the tremendous 
resources of the companies; second, 
the power and influence of the agents; 
third, the welfare work that the com 
panies are doing, and fourth, the need 
of a sane, political, economic view- 
point. Mr. Lovelace discussed the pro- 
fession of the life insurance agent in 
an earnest, serious paper, pointing out 
the high ideals prevailing in the great 
practice in the profession of life in- 
surance 

Mr. De Boer gave credit to the agent 
for the appearances from time to time 
of the new benefits, saying that the 
agent was in contact with the public 
and whenever he found there was a 
need or an opening for benefits he com- 
municated the fact to the company, and, 
as a result, the paid-up policy, extended 
term insurance, cash surrender value, 
loan value, and indisputability followed 
each other in succession. Mr. De Boer 
predicted a great future for the life 
annuity. He said it had not yot begun to 
take bold of the minds of the American 
people, but that the increase of wealth 
and the difficulty of the ordinary person 
in making investments have brought 
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life annuity to the front. He predicted 

great developments in life annuities. 

President of Life Company Versus 
President of College 

Me. De Boer told a most interesting 
story of an offer to become president 
of a university which had been made 
him ty a judge. Mr. De Boer declined 
saying that he could see no good reason 
why he should make the change. The 
judge said: 

“Just think of the influence you can 
extend in moulding the minds of young 
men—hundreds of them every year— 
shaping their careers!” 

To this Mr. De Boer replied: “I hold 
that a successful large life insurance 
company is the equivalent to any educa- 
tional institution in the land. Take a 
company with 5,000 agents who studied 
their subject until they became experts. 
In this organization are the territorial 
managers familiar with the company 
and with its practices. The agents mix 
with the people, learning their troubles 
guiding them. Then, there are the 
many doctors engaged on work for the 
companies. There is the intelligent 
publicity necessary, to say nothing of 
keeping in touch with legislation; all 
a powerful engine of intelligence and 
good. Where will you find an educa- 
tional institution so far-reaching, so 
morai, so beneficial as life insurance? 
In the college the students are graded 
A, B. C. D; in life insurance every 
man in the shop must qualify 100 per 
cent., every man must be marked a 
capital A. We make men understand 
our great business, and carry the mes- 
sage to the world at large. There is 
not now a business which is exercising 
mora! and ethical principles to the ex- 
tent that life insurance is, and it is 
the recognition of that fact that life 
insurance, in spite of hard times, in 
spite of world-wide war continues to 
grow and confers its great business 
and benefits upon mankind.” 
Responsibility for the Health of the 

Community 

Haley Fiske devoted a large part of 
his speech to discussing the health of 
the community and he put squarely up 
to the life insurance companies their 
responsibility for the health of the com- 
munity. He made a plea that life in- 
surance companies should join in a 
fight against disease, against dirt, 
against all unhygienic methods. He 
told of what various companies were 
already doing. He described the results 
at the Mt. McGregor sanitarium, where 
seven out of eight incipient tubercular 
cases are cured (arrested); he told of 
the millions of booklets in all languages 
going out to mothers to teach them 
how to rear and bring up babies; he 
told of the co-operation with municipal 
officials in clean-up campaigns; he told 
of the visiting nurse service; of the 
fight against the fake consumption 
cures and other of the great activi- 
ties of the Metropolitan, without, how- 
ever, mentioning the name of the com- 
pany. 

In discussing consumption Mr. Fiske 
held the tense interest of the audience 
—particularly the club women—when 
he declared that tuberculosis could be 
wiped out, and that it was the duty 


cf the life companies to co-operate in 
this campaign. Of all the death claims 
paid by American companies 18 per 
cent. were attributed to consumption; 
and how can the scourge be wiped out? 
askeu Mr. Fiske: “Only by education 
to teach afflicted people to avoid people 
spreading contagion; and, as to the 
treatment of the case itself,” he said° 

“Fresh air; a rest; a reasonable 
diet will perform the cure, and it is 
only necessary to get the cases before 
it is too late.” 

Why have the simple remedies not 
been applied? Because what has been 
everybody’s business is nobody’s busi- 
ness. True, the doctor knew what to 
do, if called, but often he is not called 
until too late. Mr. Fiske said that the 
danger of catching tuberculosis was 
everywhere. The safest place he knew 
was in the Mt. McGregor sanitarium. 
In fact, when he was escorting a party 
of 250 through that place someone asked 
“Which are the patients and which are 
the guests?” and added his own answer 
—that he had come to the conclusion 
that if he met a healthy looking per- 
son it was a patient and if a sickly 
one it was a guest. 

Importance of the Agent 

In discussing the importance of the 
agent Mr. Fiske quoted some statistics 
showing that there are $20,000,000,000 
of insurance in force in this country, 
and 37,000,000 policies. In Rhode 
Island there are 478,000 policies in force 
in a pcpulation estimated at 590,000— 
so that there are nearly 5 policies in 
force for every 6 of the inhabitants! 
He said the agent is the only man with 
a contract right to enter a man’s house 
and that no agent is worth his salt 
who does not keep in touch with his 
policyholders; in fact, it is absolutely 
imperative that he should do so. 

It is the business of the agent to 
make a friend of the policyholder, to 
inquire closely into his domestic and 
business relations, to be a confidant, 
to be a guide, an adviser. In case of 
distress the agent is immediately in 
closer touch with the policyholder. How 
often is the agent consulted in hard 
times? How many anxious conversa- 
tions does he have with people tem- 
porarily embarrassed financially? How 
many consultations take place in which 
extensions are asked? “When you con- 
sider the intimate relations between 
the agent and the policyholder, and you 
know how many thousands of agents 
there are and the millions of calls that 
they make to collect premiums and to 
discuss the affairs of the assured, you 
can realize some of the responsibilities 
of the agent and his influence in the 
community,” Mr. Fiske said. Then 
iaking as his text Mr. De Boer’s giving 
the agents all the credit for liberalizing 
policy contracts, he urged the agents 
to associate themselves with municipal 
uplift and welfare work and gradually 
to lead the executives of their com- 
nanies to take more active part in 
social and health activities. 

Whither Are We Drifting? 

After discussing the work of the Life 
Extension Institute and the growing 
tendency on the part of companies to 
give free medical examination to policy- 
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Dec. 31, 1909 


GREAT SOUTHERN 
Life Insurance Company 


J. 3. RICE, President 


OUR RECORD 


HOUSTON, TEXAS 
J. T. SCOTT, Treasurer 





COMMENCED BUSINESS NOVEMBER 1, 1909 


GROSS ASSETS 


$655,004.93 $992,000.00 
Dec. 31, 1910 1,057,016.02 5,352,260.00 
Dec. 31, 1911 1,128,912.85 10,057,028.00 
Dec. 31, 1912 1,306,689.41 14,859,856.00 
Dec. 31, 1913 1,500,835.10 23,650,512.00 


Sept. 30, 1914 1,815,302.46 30,630,355.00 


INSURANCE IN FORCE 
(paid-for basis) 








FOR AGENCY CONTRACTS ADDRESS 
O. S. CARLTON, Vice-President - - 


HOUSTON, TEXAS 








holders Mr. Fiske took up the economic 
situation and his remarks on this sub- 
ject were received with such enthusi- 
asm that some of the diners arose, 
waved handkerchiefs and cheered. 

Mr. Fiske began by saying that we are 
living in times which should give 
anxiety to many men. He calied at- 
tention to the spread of the State in- 
surance idea in this country, referring 
to legislation in Wisconsin and other 
States, and attempted legislation in 
Kansas and Nebraska. Continuing he 
said: 

“Are you .not observing tendencies 
in the political and economic life that 
seek to change the character of the 
government from a republican form of 
administration to a species of govern- 
ment by town-meeting, presided over by 
an executive who has a strong right 
arm? Is not the State being called 
upon to do many things which have 
hitherto been left to individual initia- 
tive? Do you love the autocratic pater- 
nalism of the Emperor of Germany? 
Are you looking with admiration upon 
the British experiment with State in- 
surance, with its compulsory features, 
malingering, doctors complaining of 
overwork and patients of under-care— 
the weakening of the old ties of the 
family physician and of domestic ser- 
vice? Do you read of the rising rate 
of sickness and increase in number of 
claims? Do you cherish the old- 


fashionedAmerican standard of man- 
hood? Are you ready for thrift by 
compulsion? Do you want a sheriff 
substituted for an insurance agent? and 
for a collection book the writ of a 
county court? 

“Il do not think you are going to 
stand it much longer. American man- 
hood will reassert itself, and we are 
ging to fight this sapping of virility. 

“We are going to stand up for the 
free play of individual energies of every 
man worth while. We are going to do 
our part to educate the men, the women 
and the children of this country. We 
are going to try and educate them to 
love freedom, to help themse'ves, to 
serve each other; to work out their 
own problems of life; to be individual 
and independent. We are not going 
to dry up the springs of charity and 
love. We are not going to join in this 
outcry against benevolent men who 
through their foundations are trying to 
perpetuate their ‘oving service to the 
human race. We are not going to sub- 
stitute the mechanical work of the law 
for results originating in love of human- 
ity. We are going to try and diminish, 
not to increase the number of office 
holders. We are going to do our best 
to make men better fathers and mothers, 
better citizens.” 

Lewis Sperry has been made general 
counsel of the Aetna Life. 








General Agency Opportunities 








To FIVE men who appreciate the value of an UNPAR- 
ALLELED COMPANY RECORD of PROGRESS while 
furnishing life insurance at the LOWEST NET COST, we 
can offer valuable connections in several states, mostly 
EASTERN TERRITORY. All correspondence confidential. 
If interested address, GENERAL AGENT, Care of The 
Eastern Underwriter, 105 William Street, New York City. 





























From the Fieldman’s Standpoint 


Superior Financial Strength 
Liberal Agency Contracts 


Are four desirable elements which render 


THE GERMANIA LIFE INSURANCE COMPANY 


OF NEW YORK 


Has all these as well as other advantages to offer to the Right Man. 


For full information address: 


HOME OFFICE, 50 Union Square, NEW YORK, N. Y. 








Modern and Attractive Policies 
:: Home Office Co-operation 


representation. pleasant and_ profitable. 





Le Ne vais, cmetittne™s A Garey 
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WILL NOT PAY FOR SPACE 


IN EDUCATIONAL PLAN 





CHANGE 





Executive Committee National Associa- 
tion Life Underwriters Meets— 
Prize Essay on Thrift. 





Looking completely fagged out, mem- 
bers of the executive committee of the 
National Association of Life Underwrit- 
ers gathered at the Hotel Astor on 
Monday and Tuesday of this week for 
the mid-winter meeting of the commit- 
tee. Long trips on parlor cars, an end- 
less chain of banquets, constant letter- 
writing on association business, all 
coupled with the work of running their 
own general agencies—a man sized job 
in itself—were responsible for the gen- 
eral physical exhaustion which the 
members of the committee showed. 

It would be difficult to find any group 
of men giving such strenuous service 
without emolument for the general good 
of their own profession. 

Eight Speeches for Mr. Willett 

His tall, thin figure slightly drooped, 
President Hugh Willett, of the National 
Association of Life Underwriters, brief- 
ly outlined to a representative of The 
Eastern Underwriter, his itinerary for 
the next eight days. “First Boston— 
then Worcester—then Hartford,” he 
began, his eyes looking into the dis- 
tance. 

W. L. Hathaway, of San Francisco, 
temporarily dropped his activities for 
the Panama-Pacific Exposition, in or- 
der to attend the meeting. “For a San 
Francisco man to come to New York is 
like a New York man having to attend 
a convention in London,” he said to a 
friend. 

Warren M. Horner, of Minneapolis, 
had just finished a round of speech- 
making that did good missionary work 
for life insurance. Despite his activi- 
ties for the association he managed to 
write a large personal business for the 
Provident Life & Trust, in 1913 and 
1914. 

Wilson Williams, of New Orleans, has 
been busy with his State association 
as well as his national association 
duties, and in addition has been pre- 
paring copy for a New Orleans daily 
paper which is running life insurance 
news of special interest. 

The dynamic E. A. Woods, of Pitts- 
burgh, has been making speeches on 
Thrift before various associations, Mau- 
rice H. Stearns, of Providence, has 
been doing good work in getting matter 
inserted into Rhode Island newspapers. 
Lee C. Robens, of Hartford, has been 
active in arranging details for the 
twenty-fifth anniversary of the Connec- 
ticut Association to be held in Hartford 
on Friday night. Other members of 
the committee have also had all they 
could do with association affairs. So 
it was no wonder they were a tired 
looking lot of men. 


Action of the Committee 


The principal discussion at the execu- 
tive committee meeting this week was 


the conservation of insurance program 
—institutional advertising. So much 
opposition has developed to the propo- 
sition of publishing large advertise- 
ments in the Saturday Evening Post 
and other publications, that the plan 
was completely changed. The associa- 
tion will buy no space in papers, but 
will collect data of an educational na- 
ture and send it out to the local asso- 
ciations for their publications and to 
publish in local newspapers as news 
matter. Stories of human interest, 
preaching a life insurance moral, will 
be featured. 

The work will be in charge of Everett 
M. Ensign, editor and manager of the 
Life Association News. Mr.Ensign was 
authorized to employ another sten- 
ographer to assist in this work. 


Special Train to San Francisco 


It was announced that the association 
has chartered a special train which will 
leave Chicago for the Coast on August 
4 for the convention of the association 
on August 10, 11 and 12, in San Fran- 
cisco, The train will stop at Salt Lake 
City, and a side trip to Lake Tahoe will 
be made. Sixty-five life men and mem- 
bers of their families have already ar- 
ranged to go on this train. 

The committee discussed the subject 
of the Insurance Federation. While it 
believes the Federation has a scope of 
operation, and can do some good, it is 
against the life men joining in a body, 
or permitting the Federation to sub- 
merge the association in any way. 

Prize Essay 

The subject of the annual prize essay 
will be “Life Insurance—the Institution 
for Systematic Thrift.” The idea ori- 
ginated with E. A. Woods, of Pitts 
burgh, and was presented at the mid- 
winter conference and adopted. 

The association is taking up the ques- 
tion of the nation-wide propaganda of 
qualification of agents, i. e., making a 
scientific investigation of all men in 
the business, with the compilation of 
interesting data as to how agents make 
good and why they fall down. 

It will be recalled that the meeting 
of general agents of the Equitable Life 
Assurance Society in Atlantic City re- 
cently decided to institute a study of 
scientific salesmanship. 

The committee also decided to ask 
the National Association of Credit Men 
to incorporate in their report blank a 
question as to how much life insurance 
is carried by a man asking for credit. 

The members of the committee were 
entertained on Tuesday night by the 
Metropolitan Life. 





MUTUAL LIFE MEN MEET 
Meetings of agency managers of the 
Eastern and Southern divisions of the 
Mutual Life have been held in New 
York this month. 





The Scranton Life has appointed E. 
J Kester general agent in Allentown, 
Pennsylvania. 


UNDERWRITER 
MUST PROTECT THE RESERVES 
GIST OF PITTSBURGH ACTION 





Strong Resolution of Underwriters’ As- 
sociation on Twisting Attracts 
Wide Attention 





The Pittsburgh Life Underwriters’ 
Association’s resolution on twisting has 
attracted wide attention. It will be 
recalled that the Pennsylvania law pro- 
vides a fine or imprisonment for induc- 
ing a policyholder to discontinue his 
policy by the use of misleading repre- 
sentations or incomplete comparison. 
The Pittsburgh association cites the 
following as essential factors in the 
scientific conduct of a legal reserve life 
insurance company: 

1. The interest that this cash value 
or reserve is now earning in the com- 
pany’s hands, ranging about 4% to 5 
per cent. or more (not to be exceeded 
elsewhere, with any such _ safety); 
whereof 3 or 3% per cent. is applied to 
carry the insurance and swell the re- 
serve itself, and the balance toward the 
dividends in cash or additional insur- 
ance; 

2. The initial costs already once paid 
under the old policy, and its yearly pro- 
gress in lower cost or larger returns; 
also the relatively lower expense ele- 
ment and larger interest element, the 
older it grows; 

3. To secure status of the old policy, 
self-protected against lapse; well ad- 
vanced in its premium-paying period 
(or, in many cases already full paid); 
its yearly increasing values and divi- 
dends. 

4. The surrender charge on the old 
policy; or its accrued dividends not yet 
payable; or its lower reserve basis, giv- 
ing a larger paid-up or extended value 
per dollar at present, and needing less 
cash to pay up in full; 

5. The initial costs (including the 
twister’s tainted pay) to be paid all 
over again under any form of new in- 
surance; also, the higher premium rate 
at present age for a new policy of the 
same kind; and the relatively higher 
expense and smaller interest elements 
for years to come, with corresponding- 
ly smaller dividends; or, if on a lower 
premium basis (as usually), the same 
relatively higher insurance costs in the 
earlier policy years; and, in addition, 
the longer period to pay through and 
the proportionally smaller values and 
less advantageous status generally. 

6. The uncertainty that the new pol- 
icy can and will be carried through 
future years and unknown conditions, 
up to the point now reached by the old 
one, to say nothing of carrying it be- 
yond that point, so much farther into 
his own old age—an uncertainty sharp- 
ly emphasized by the recorded lapse 
rate, especially among newer policies; 

7. The supreme security of his prin- 
cipal as an undivided share in an ag: 
gregate of many millions, earning 4% 
to 5 per cent., never below par and al- 
ways available for emergency use; and 
the comparative insecurity and unavail- 


ableness of his single fund, sunk in his 
business or invested and reinvested by 
itself; which insecurity will more than 
offset any higher interest rate he may 
think he can realize himself—an inse- 
curity sharply emphasized by the re- 
corded percentages of business failures 
and of dependent old men, once well 
off—an insecurity that will continually 
endanger both his eash value with- 
drawn and his new insurance supposed 
to be carried thereby; and be it 

Resolved, That these subtler forms of 
twisting are to be denounced as even 
more dangerous and treacherous than 
the cruder methods. 


NO MORE REINSURANCE 





The Union Central Announces Its New 
Maximum Lines—$100,000 on 
a Single Life 





As was printed sometime ago in The 
Eastern Underwriter the Union Cen- 
tral’s limit is now $100,000. It is now 
announced that reinsurance has been 
discontinued, because the Company is 
unable to procure a reinsurance rate 
as low as its own cost of insurance, 
and all reinsurance is, therefore, a loss 
to the Company. The Union Central 
makes the following statement regard- 
ing its insurance line limits: 

The Company’s limit on Life and 
Endowment plans at age 55 and under 
is $100,000 in amount at risk. At ages 
56 and over the limit is as follows: 


RL ae a. Serre $65,000 
_ Pre Pees s OS vecwsens 55,0°0 
_ kee 7 a ae 45,000 
a ‘nicewes 80,000 Oe veecseus 35,000 
Oe! é<eeees OF a. eee 25,000 

Additional new insurance may be 


considered in an amount to the reserve 
on outstanding insurance, provided the 
total amount at risk shall not exceed 
the above limits. 

Tle amount at risk on instalment or 
continuous instalment policies for use 
in computing surrender values and for 
the amount payable as a claim if paid 
in a single sum is the commuted value, 
as stated on the first page of the policy, 
viz.: 

20 guaranteed annual instalments of 
$50 each—$766 or .766 of the sum of the 
instalments. 

10 guaranteed annual instalments of 
$100 each—$879 or .879 of the sum of 
the instalments. 

240 guaranteed monthly instalments 
of $10 each—$1,838 or .766 of the sum 
of the instalments. 

120 guaranteed monthly instalments 
of $10 each—$1,055 or .879 of the sum 
of the instalments. 

On Term policies the limit is twenty- 
five thousand dollars. 





The Central Life of Des Moines, has 
acquired one of the most attractive 
buildings in Des Moines, which is used 
for home office and other purposes. 

The Wisconsin National Life, of 
Cshkosh, Wis., wrote $2,138,409 paid for 
business last year. 
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How the Agent May Assist in the Selection of Risks 


By Dr. Edwin Welles Dwight, Medical Director of the 
New England Mutual Life 








(Continued from last week) 

We have one agent who for the past 
four years has averaged about $250,000 
per year. He is writing in a large city 
where business conditions are severe, 
and yet during those years his percent- 
age of rejections has averaged 1.6 per 
cent. This means careful, personal 
selection. 

Brokerage Business 

Brokerage business is very attract- 
ive. It comes almost without effort, 
and in large amounts, but if you choose 
to do that kind of business you must 
expect a large per cent. of declinations. 
We have one general agent whose busi- 
ness is aimost entirely brokerage. To 
be sure it is brokerage done under un- 
fevorable conditions, where business 
strain is heavy. During the past year 
25 per cent. of his business was de- 
clined. I am confident that he is just 
as conscientious as the agent who lost 
but 1.6 per cent., but he is writing un- 
der different: conditions and without ex- 
ercising personal selection. 

There is little to be gained by choos- 
ing to write groups of occupations 
which are either prohibited or very 
closely scrutinized, and yet there are 
those who persist in the practice and 
whose feelings are, apparently, contin- 
uously harrowed by our persistent re- 
fusa] to accept them. Our attitude to- 
ward occupations is easily understood, 
and if the agent will consult his Rate 
Book he can readily avoid many of 
these unpleasant experiences. While it 
is not our wish that you should limit 
your applications entirely to those 
which you can guarantee, considerable 
trouble may be avoided by using care 
and discretion in selecting them. 

There are unfortunately many agents 
who are so little in touch with the 
spirit of the business that they feel 
their whole duty to be done when an 
application is signed. As I have been 
told by such men: “It is my duty to 
secure the applications; it is a com- 
pany’s business to sort them out.” The 
man who does his work in this way 
may for a time do well financially, but 
even this is but a temporary condition. 
In the end he is distrusted, disbelieved 
and becomes a “floater.” 

Making Business Persistent 

In order that your business will be 
persistent and that you will have each 
policyholder your friend, it is necessary 
that you sell the form of policy which 
is suitable to the applicant, from his 
point of view. In order that you should 
receive a policy which you can deliver, 
it is important that you should sell a 
form which is suitable to the applicant, 
from the company’s point of view. If 
you sell a kind of policy which the ap- 
plicant does not need, its duration will 
be short. If you ask for a form of 
policy which the company cannot issue, 
you are placed in the embarrassing 
position of being compelled to return it 
or sellanotherin competition with your 
self. Is it not much wiser for you to 
consider the possibility, or the proba- 
bility, of the company’s action? I 
know 
heads jin this way have much less trou- 
ble than those who trust to luck or to 
an error in the medical department. 

During the past year 30 per cent. of 
all declinations were from causes 
which may be grouped under “habits,” 
“occupation,” “moral” and “financial 
hazard,” and it is in these groups that 
the agent may serve his company, and 
himself, to the greatest advantage. 
There is no hazard which is so great as 
the moral hazard, because all others 
are associated with it, and it is a risk 
which it is impossible to define. The 


company that is careless of moral haz- 
ard is the one that is also careless of 
the interest of its agents, for if the 


that the agents who use their " 


policyholder is badly served the agent 
is the one who suffers first. 

Most men are honest and of good 
habits. The greatest number of pros- 
pects are found among the better 
classes, and it is those that the best 
company must seek if it hopes to hold 
its position. If the better classes are 
dissatisfied with results, your field of 
work will be limited, and the company 
that is careless of moral hazard cannot 
prosper. The obtaining of a policy on 
the life of a man of doubtful character 
may put a few dollars in your pocket, 
but it injures every man insured in the 
company, and the best people do not 
care to be associated, even in life in- 
surance, with the local drunkard or the 
local rascal. If you are insuring men 
not worthy of insurance the fact is 
quickly known, and the effect upon your 
personal reputation is a serious one. No 
financial institution can stand high in 
local opinion which is careless in its in- 
vestments, and the policyholder is an 
investment of a life insurance company. 

Decline Your Own Risks 

I have tried to impress you with the 
importance of assisting in the selection 
of risks, but I would not have you go 
too far and usurp the privilege of the 
medical department and decline your 
own risks. Leaving out for this pur- 
pose the question of moral and finan- 
cial] hazard and habits, and confining 
eurselves to occupation, personal his- 
tory, family history and physique, I 
would have you take advantage of the 
opportunity which is offered: Utilize the 
preliminary blank and the typewriter, 
putting your problems up to us, and let 
us decide as to whether under proper 
conditions we can consider an individ- 
ual who may have something which 
makes the risk appear doubtful. You 
will be surprised to find how often the 
company can offer some form of policy 
which will fit the case. 

You should, however, remember that 
the case which is considered at the 
home Office is the one which is present- 
ed to it. The facts which are given are 
increased by those available from other 
sources and studied in the light of a 
wide experience. 

Use the preliminary and the type- 
writer, but use them frankly and fair- 
ly. Give us the facts, all of the facts, 
which are available. Remember that 
our decision depends upon the picture 
which is presented, and that in many 
ways our judgment is based upon faith; 
that is, faith that the statements of the 
agent and applicant may be relied 
upon. If at the very beginning we learn 


the: the statements made are unreli- 
ab’), that essential facts which must 
have been known to the agent and the 
applicant have been misstated or with- 
held, it is most natural that we should 
have no confidence in other statements 
which are made and should look with 
doubt upon the whole case. 

There used to be a feeling that let- 
ters of explanation hurt a case. If 
your statements are limited to the 
facts, this is not the truth. A good case 
is not hurt by frankness; a bad one is 
not made worse by the truth. I can 
assure you that good prospects are 
more often hurt by lack of frankness 
than are poor ones helped. We want 
the facts, and all the facts, honestly 
and clearly stated. 

The company that is worthy of its 
reputation can handle the facts intelli- 
gently, accurately and safely, and in so 
doing can sail close to the line. Just as 
a ship with a good navigator on the 
bridge, accurate observations, a well- 
charted sea and a knowledge of the 
currents can sai] close to the shore, 
and so take full advantage of the wind 
and tide—so a life insurance company 
with a knowledge of the facts can take 
many cases which in the absence of 
facts or a want of confidence must be 
declined. 





MOTHERS’ PENSION BILLS 





Make Their Appearance in Several 
Legislatures—Numerous Amorti- 
zation Bills Introduced 





Life men who are watching legisla- 
tion say that two distinct types of in- 
surance bills are being introduced in 
the legislatures: first, bills permitting 
amortization, and second, pension bills 
for women. As a general proposition 
the amortization bills are similar to the 
New York statute. 

Because of the number of pension 
bills it is believed that some organized 
movement is behind the introduction 
of these measures. These bills first 
made their appearance about two years 
ago when they were aimed to have the 
State aid widows, who, left destitute, 
would have to part with their children. 
The bills have had for their object the 
preservation of the family entity. The 
new bills are broadening the scope, and 
are now for the aid of mothers, wheth- 
er widows or not. 

Life insurance has protected the 
family ever since the first policy was 
written and there is a silent tribute 
to the principle of life insurance that 
the State should legislate to preserve 
the family unit. 





1914 PRODUCTION 
The Rockford Life of Rockford, IIl., 
produced $966,266 of new business dur- 
ing 1914. 
The Louisiana State Life of Shreve- 
port, La., produced $1,061,500 paid busi- 
ness in 1914. 





Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in America’’ 
mean certain success for you. 








For Terms to Introducing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 


34 NASSAU STREET, NEW YORK, N.Y. 








BOUGHT BY PAN-AMERICAN LIFE 


TAKES OVER THE COSMOPOLITAN 








Purchase of Georgia Company Gives - 


New Orleans Company $18,000,000 
More Insurance 





The business of the Cosmopolitan 
Life Insurance Company of Atlanta, 
Georgia, has been bought by the Pan- 
American Life and will be added to 
the business of that company, increas- 
ing the insurance in force to about 
$18,000,000. 

While one of the smaller Southern 
companies, the Cosmopolitan Life of 
Atlanta, has had the reputation of be- 
ing one of the best managed companies, 
and, as having among the best selected 
risks of all the insurance companies 
operating in this section of the coun- 
try; and the business thus acquired by 
the Pan-American life is said to be of 
an exceptionally desirable character. 


Negotiated With One Company Only 

In deciding to retire from the life in- 
surance business, the officers of the 
Cosmopolitan Life, in selecting a com- 
pany to which to transfer their insur- 
ance business, so as to best safeguard 
the interests of their policyholders, 
paid the Pan-American Life Insurance 
Company management the compliment 
of confining their negotiations entirely 
to the New Orleans Company as being 
the largest and financially strongest 
southern company. 

The negotiations for the purchase of 
the Cosmopolitan Life were conducted 
on behalf of the Pan-American Life by 
its actuary and auditor, Isaac Daven- 
port, 

Superintendent of agents, Claude D. 
Corey, of the Pan-American Life, is 
also in Atlanta for the purpose of trans- 
ferring the Georgia General Agency to 
that city, and placing in charge there- 
of, A. J. Shropshire, Jr., who has here- 
tofore been connected with the agency 
department of the Cosmopolitan Life. 


Third Company Absorbed 

This represents the third company 
absorbed by the Pan-American Life 
since commencing business in April, 
1912, the Louisiana National Life As- 
surance Society, of New Orleans, hav- 
ing been absorbed by it shortly after 
commencing business and the business 
of the Four States Life Insurance Com- 
pany of Texarkana, Arkansas, having 
ony bought during the latter part of 





RE-ELECTS OLD OFFICERS 

The statement of the Oklahoma 
National Life, Oklahoma City, Okla- 
homa, evidences another year of steady 
healthy growth. Admitted assets are 
$735,622, an increase of $116,670 over 
1913; policy reserves are $335,298, an 
increase of $103,490; unassigned sur- 
plus is $133,211, an increase of $13,211 
after setting aside the regular dividend 
to stockholders; total income is $269,- 
855, an increase of $11,729; total dis- 
bursements $139,217, a decrease from 
1913 of $11,233. 

The annual meeting of the stock- 
holders resulted in the re-election of 
all officers and directors. O. E. Mce- 
Cartney has been president of the Com- 
pany from the beginning of its opera- 
tions. J. S. Hilliard, who has also been 
connected with it from the beginning, 
was re-elected secretary and treasurer. 





TERM CONVERSIONS 1914 


During the year 1914, term insurance 
for $9,645,560 under 2,567 policies was 
converted to permanent plans, by the 
Northwestern Mutual Life. More than 
half of these conversions were as of 
current date with a new policy number. 
While there was a very good increase 
in the amount of term converted last 
year, the total was only 5. per cent. of 
the ten year term insurance in force 
at the beginning of the year. Further- 
more, there was an increase during 1914 
in the volume of term insurance written. 
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SEN. SHERMAN GETS OVATION 


CHEERED AT ASTOR DINNER 





Pays Great Tribute to Life Insurance— 
Hasbrouck on Part-Time 
Agents 


Senator Sherman, of Illinois, a keen 
student of insurance conditions, and 
who has shown himself to have a sym- 
pathetic regard for life insurance, was 
given an ovation when he entered the 
banquet room of the Hotel Astor on 
Wednesday night, the occasion being 
the annual dinner of the Life Under- 
writers’ Association of New York. 

The Senator made a speech in which 
he praised not only the protection by 
life insurance, but the safety that the 
public feels in the investments made 
by life insurance companies; he de- 
clared that the profession of life in- 
surance agent is a noble one, and that 
those who enter it should be inspired 
by the highest motives; he said that 
ordinarily he is against taking away 
from the States any of their rights, 
but in the case of life insurance he 
felt that it should be supervised by 
the Nation; he also gave his well-known 
views on taxation, believing that life in- 
surance taxation should be largely upon 
property values. Some sympathy hav- 
ing been felt for superintendents in 
that they would lose their jobs if there 
were national supervision Senator Sher- 
man said that under the new regime 
they would be taken care of because 
the Nation must have experts to 4di- 
rect its supervision and would have 
to go to the States to get them. 

Investments 

He concluded as follows: 

“Life insurance is generally recos- 
nized now as one of the most benefi- 
cent of modern undertakings. The 
iccumulated premiums contributed by 
the assured cannot by the scheme of 
insurance remain inactive. Part of the 
lowered cost of the premium is made 
possible by the employment of those 
iccumulations at fair rates of interest. 
It would be a public misfortune for the 
money to be idle; so the interest of 
both the assured and the insurer and 
the borrowing public unite in promotr- 
ing and extending life insurance. 

“The public is entitled to and needs 
both information and education on this 
line. If in the past too much secrecy 
has been maintained, too little knowl- 
edge of the investments and manner 
of investment, too little publicity in 
many things have prevailed in life in- 
surance, such criticism cannot now he 
offered. With adequate and accuraic 
knowledge available to all who care ty 
know, an era of fairness to the great 
interests involved and to the life in- 
surance underwriters of the country 
ought to prevail. This knowledge, f 
it permeate the multitude, cannot fail 


to lead to a fairer consideration. The 
hostile legislation of States, the busi- 


ness already imposed upon life insnr- 
ance and others sought to be imposed 
ought to be avoided by a full under- 
standing of the results. 
Taxation of Thrift 

“If it be understood that all such 
taxation beyond that on property values 
must fall at last upon the policyholder 
in increased premiums, the public wil} 
know that it is placing burdens upon 
the thrift and savings, the prudent fore- 
sight and the humane instincts that con- 
stitute the most commendable traits of 


human nature. 


Who would seek io 
burden funds of a guardian or trustee 
beyond a property tax uniform in all 


kinds. However, the great body of life 
insurance is that in effect. The people 
are just. I am not of those who say 
that sometimes the people do not make 
mistakes but the public conscience is 
quick and clear and just when it is 
informed and when the heart of the 
multitude is reached aright. Too much 
publicity cannot be given to the thought 
I am endeavoring to place before you. 

“Life insurance takes its place with 
savings banks, with building and loan 
associations, with philanthropies, with 


the great charitab'e departments of 
government. It is an ally of church 
and state. It is a foe to human want. 


It is an antidote to beggary. It stands 
for peace of mind to the head of the 
family for a consciousness that he is 
not living in vain subject to the fluctua- 
tions that attend even the safest of 
human occupations. He is fortified py 
the thought that his prudent savings 
backed by a life insurance contract en- 
ables him to be safe against the hazards 
of business failure and death, either 
near or remote. 
Should be Relieved of Taxes 

“Life insurance, therefore, ought io 
be relieved of State taxes in the guise 
of license fees, of unwarranted charze3 
of every kind save the ordinary prop- 
erty tax that all owners of property 
must and ought to pay. The exactiojs 
by the State whatever form assumed 
if intended to furnish revenues beyond 
a uniform property tax ought to cease. 
It is unjustifiable because life insur- 
ance is national and not local. The 
burdens imposed upon a policyholder 
whose contract is written in one State 
is a burden upon the citizens of many 
States since the latter bear their pro- 
portional cost of that burden. States 
are somewhat given to retaliation and 
this but heaps the burdens afresh upon 
those who are seeking to safeguard 
their families. 

“T cannot refrain here from repeating 
something that with me is an overpow- 
ering conviction. Life insurance pre- 
miums ought to be a deduction in esti- 
mating net income subject to tax under 
the act of Congress. It is so illogical, 
so fraught with injustice, so unfair to 
deny it that its repeal ought to be urged 
at every time and place. If the deduc- 
tions from gross income under Section 
II of the Act of October 3, 1913, be 
examined, it will be found that a large 
list of exemptions are provided for. 
Nearly everything in the way of legiti- 
mate expenses incurred in carrying on 
a business may be deducted. Taxes, 
clerical service, fire insurance, renis, 
motors, delivery wagons, heat, light, 
power and payrolls may be deducted 
but the men whose mind and hand, 
whose ability and understanding guide, 
regulate and control the whole volume 
of the country’s affairs cannot carry 
a dollar upon the indispensable life that 
gives vitality to the undertaking and 
deduct it as the cost of carrying on 
the business.” 

Nearly 300 Present 

The banquet was a rousing affair, that 
went with a go from the start. Julian 
S. Myrick was toastmaster; and Perez 
Huff, chairman of the committee on 
entertaiment. Both fulfilled their func- 
tions in excellent fashion. The cabaret 
features were furnished by life insur- 
ance men, 

Mr. Myrick introduced the new presi- 
dent of the association, Lawrence 
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The Meridian Life Insurance Co. 
INDIANAPOLIS, IND. 


Insurance in force, Dec. 31st, 1913..........$23,869,332.00 
EE 6 6kOGbhs 4 beceneugerdbede ababen 
L. 5it a taba Rae ia eb ae hase wan eke 
Death Loss 


The liberal up-to-date policies issued by this Company are clear and 
definite in their provisions and the reserve is in accordance with the, Indiana 


We have open territory for high grade men in the States of West Vir- 
ginia, Illinois and Indiana. If interested in a liberal contract, write the 


2,455,653.33 
1,803,659.29 
453,249.23 
105,363.49 





THE AVERAGE EARNINGS OF THE AGENTS 
OF THE 


Standard Life Insurance Company 
OF PITTSBURGH .. .. 
are higher this year than ever before. 


attractive Accident and Health Policies 
have helped them to make more money. 


Write for a LIFE, ACCIDENT AND HEALTH Contract to 
Mr. FRANK A. WESLEY 


Vice-President and Director of Agencies 


Our 








Priddy, of the New York Life. Mr. 
Priddy declared that the attempt of the 
last year and a half to get a conviction 
for rebating in this city had been a 
failure and he advocated the enactment 
of a more drastic law on the subject. 
For some time he has been leading the 
fight against part-time agents and he 
took up this question and gave several 
examples of the manner which promi- 
nent New Yorkers sometimes solicit 
part of an agent’s commission when 
they give him a tip about a case. He 
thought the department should make 
public a list of agents appointed. 

Superintendent Frank Hasbrouck de- 
voted part of his remarks to the part- 
time subject. He thought that the 
question was one for settlement be- 
tween companies and agents. “If the 
standard of the life insurance agent is 
not so high as it should be it is up 
to the life insurance men themselves 
to purge their ranks,” he said. 

Tells of Many Laws 

William BroSmith, general counsel of 
the Travelers, told of the multitude of 
life insurance statutes and rulings 
which the companies must observe. 
There is_no business which is regu- 
lated so much. 

Prof. S. S. Huebner, the college pro 
fessor who is writing a book on life 
insurance that is to be used as a texi 
book by schools and colleges, made an 
interesting talk, largely devoted to edu- 
cation. 

Among the prominent guests were 
George T. Wilson, of the Equitable; J. 
V. Barry, of the Metropolitan; E. A. 
Woods, of Pittsburgh; and W. L. Hatha- 
way, of San Francisco. 





SYRACUSE BANQUET 

Nearly 200 life insurance men wi!! 
attend the eleventh annual banquet of 
the Life Underwriters’ Association of 
Syracuse, which is to be held in the 
ballroom of the Onondaga Saturday 
evening. 

Henry Phillips, president of the Syra- 
cuse association, is to preside. The 
principal addresses will be made by 
Hugh M. Willet of Atlanta, Ga., presi- 
dent of the National Association of Lif» 
Underwriters; Warren M. Horner of 
Minneapolis, chairman of the Publicity 
and Conservation Committee of that as- 
sociation; Lieutenant-Governor Edwari 
Schoeneck and Edgar F. Brown. 

The committees in charge of the ar- 
rangements for the banquet are: 

Executive Committee—H. B. Hust2d, 


A RESOURCEFUL AGENT 


Traced An_ Elusive Policy Holder 
Through Latter’s Pet Dog Met 
By Chance 


When it comes to ingenuity mo one 
can beat the life insurance agent. The 
following story is told of an industrial 
agent by the Prudential in its Weekly 
Record: 

An agent called one day, on his regu- 
lar route, to collect from a certain 
family and found that the family had 


moved and left no address, and, not- 
withstanding the most diligent inqui 
ries, he was unable to locate them. 


When the business was four weeks in 
arrears, and therefore due to be 
lapsed, the agent, passing through one 
of the streets, noticed a dog lying in 
the middle of the street and recognized 
i belonging to the 


it as family he was 
searching for. 
If he could be certain that the dog 


would go home when his nap was con- 
cluded he would wait patiently for the 
awakening, whenever it might occur, 
and then meekly follow wherever the 
dog led. That was risky, however, and 
he concluded that a sudden alarm 
would send him home by the shortest 
route, so he provided himself with a 
handful of small stones. He threw one, 
which aroused the dog, and then threw 
another, which, being wel] aimed, start- 
ed the dog toward his haven of refuge 

home. The agent followed and saved 
the business. 

If that family had not owned a dog 
the agent would unquestionably have 
found them by some other means, for 


he is resourceful. 


chairman; F. H. Hale, E. H. Warren, 
K. A. Luther and C. J. Kirkland, with 
President Phillips and Secretary W. G. 
Marot, ex-officio members. 

Entertainment Committee—G. R 
Churchill, chairman; F. L. Wells and 
F. B. Northrup. 

The Los Angeles Life will abandon 
its organization plan. 
conferences of 


Monthly Chicago 


agents of the Illinois Life are being 
he'd. 
Dr. C. L. Guice, Gadsden, Ala., is now 


president of the Cherokee Life, Rome, 
Georgia. 
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CHILDS’ ENDOWMENT POLICY 


BY PURITAN LIFE 





ISSUED 





New Rates Effective—Company Pays 
Premiums If Parent or 
Guardian Dies 





The Puritan Life, of Providence, is 
featuring a new children’s endowment 
policy, the rates on which are as fol- 
lows: 

Maturing in 10 Years 


Premiums 
Annual $90.40 Semi-annual $47.01 Quarterly $23.96 
End of Paid-up 
Tear Cash Values Pure Endowment 
3 243 320 
4 339 425 
5 438 526 
6 542 626 
7 651 723 
8 763 818 
9 879 910 
10 1,000 


Maturing in 15 Years 
Annual $57.20 Semi-annual $29.74 Quarterly $15,16 
3 138 220 


4 194 293 
5 252 365 
6 314 435 
7 378 504 
8 445 571 
9 515 637 
10 587 701 
11 663 764 
12 742 825 
13 824 885 
14 910 943 
15 1,000 


Maturing in 20 Years 
Annual $41.00 Semi-annual $21.32 Quarterly $10.87 
87 168 


3 7 

4 125 225 
5 163 281 
6 205 337 
7 248 391 
8 293 444 
9 340 496 
10 388 547 
11 439 597 
2 492 646 
3 547 694 
14 604 741 
15 664 787 
16 726 831 
17 790 875 
18 857 918 
19 926 959 
20 1,000 


The policy is issued on the child 
without medical examination. At the 
age of fifteen there is an examination, 
and, if acceptable, the old policy is 
returned and a new one is substituted, 
making a real endowment policy. If 
the child dies before the age of fifteen 
the premiums are returned. with inter- 
est at 4 per cent. 

For a slight extra premium a clause 
is attached wherein the premium ceases 
in event of death before the end of the 
endowment of the parent or guardian 
named in the policy, the company pay- 
ing the balance of the premiums. 

The Puritan Life, conservatively and 
carefully managed, is satisfied with its 
experience last year. Its assets were in- 
creased. The company in January, 1915, 
did a larger business than in Janu- 
ary, 1914. 


GIVES A TURKEY DINNER 

K. I. Dickerson, general agent for the 
Midland Mutual Life at Newark, Ohio, 
recently gave to his Licking County 
policyholders a banquet—and a turkey 
dinner at that—and afforded to them 
an opportunity of personally meeting 
and greeting the president of the Com- 
pany, Doctor W. O. Thompson, as well 
as other representatives from the home 
office. 

Nearly 250 policyholders from all 
parts of the county found it possible to 
accept his invitation to be in attend- 
ance at the meeting, which was held 
in the dining halls of the First Metho- 
dist Church at Newark. The banquet 
was served promptly at 7 o’clock by the 
Brotherhood of the church. 





The Panama-Pacific Exposition has 
erected a building for the exclusive 
use of the press. 


J. A. DE BOER’S REPORT 





Experience Shows That Abolishment of 
Rate Discrimination Against 
Women Was Justified 





In his annual report President J. A. 
De Boer, of the National of Vermont, 
quotes the gains made by the Company 
for 1914 compared to 1913 as follows: 
Premium increase, $355,999; increase 
in income from interest and rents, $152,- 
542; in payment to policyholders, $959,- 
331; in outstanding insurance, $6,313.51; 
in assets, $2,561,899; in dividends pay- 
able to policyholders during 1915, $145,- 
614; in general or unassigned surplus, 
$400,527. The year closed with insur- 
ance in force upon a paid-for basis of 
$194,625,366. Continuing he said in 
part: 

“During the past two years all issued 
business has been written upon surplus- 
sharing plans. Prior to that time and 
since 1850 a small amount of non-partici- 
pating business has been done. By the 
close of last year this amounted to only 
$14,398,742, or 7.40 per cent. of the total, 
while $180,226,624, or 92.60 per cent. is 
upon participating forms. For fourteen 
years now all issued insurance has been 
based upon an interest assumption of 3 
per cent. and such insurance now equals 
$147,873,649, or 75.98 per cent. of the 
total, while $46,751,717, or 24.02 per 
cent. is based upon a 4 per cent. as- 
sumption. Of the total insurance 7,002 
policies, amount $9,237,929, are on the 
lives of women, at an average premium 
rate of $42.31 per $1,000 and represent- 
ing a total annual premium of $364,- 
672.15. Nothing has occurred to de- 
tract in any way from the wisdom of 
the conclusion, applied twenty-three 
years ago, by which all rate discrimina- 
vions against women were abolished. A 
continued satisfactory experience has 
led to greatly increased interest in the 
possibilities and the rights of women 
as insurable risks. 

“The expected tabular mortality for 
1914 was $2,009,417.13. The net loss, 
gross claims less reserves released, was 
$1,226,051.93. The earnings from this 
source equalled $743,365.20 upon a net 
rate of mortality of 63.01 per cent. The 
terest and rents earned in 1914, allow- 
ing for changes in due and accrued 
items, were $2,968,433.21, reduced by ex- 
pense charges to $2,851,803.02. The 
amount of interest needed to maintain 
all insurance and annuity reserves was 
$1,824,554.74. The earnings from this 
source were $1,027,248.28. The surren- 
dered insurance in 1914 liberated re- 
serve liability of $1,390,708.47, of which 
97.91 per cent., or $1,282,577.53, was 
paid to policyholders in cash. The gain 
from surrenders was $29,099.66. The 
actual to expected mortality for the 
several groups was 63.62 per cent. on 
life, 51.65 per cent. on endowment and 
70.19 per cent. on term insurance of 
every kind, including paid-up extensions. 

“The use of the life annuity service 
in the United States is very limited 
and for that reason this Company has 
been frequently noted in reports and 
writing in this respect. Meanwhile the 


actual need of such a service has con- 
tinued to manifest itself and, while not 
met by the direct use of the straight 
life annuity contract such as this Com- 
pany issues, the principle of life annu- 
ities has been incorporated into policies 
of life insurance under the titles of 
monthly incomes, instalment benefits, 
trust benefits and deferred survivorship 
incomes. These provisions, to insure 
their’ adequate performance hereafter 
require correspondingly adequate rates 
and reserves, with uttermost attention 
to the securities in which the reserves 
ere placed. These conditions have been 
met by the Company. During 1914 the 
‘ncome for life annuities equalled $638, 
471.91, an increase of $141,404.73 over 
the preceding year. The life annuities 
paid in cash equalled $541,198.63.” 





ELECT PRIDDY PRESIDENT 





Annual Meeting of Life Underwriters 
Association of New York 
Held This Week 
Lawrence Priddy, a large producer 
with the New York Life, was elected 
president of the Life Underwriters’ As- 
sociation of New York this week, suc- 
ceeding Julian S. Myrick. Mr. Priddy 

came to New York from the South. 

William F. Atkinson, of the Northwest- 
ern Mutual Life, was elected chairman 
of the executive committee; William 
H. Ryan, Penn Mutual, first vice-presi- 
dent; William N. Compton, John Han- 
cock, second vice-president; J. S. Tun- 
more, Provident Life & Trust, third 
vice-president; and R. M. Simons, sec 
tary-treasurer. The members of the 
executive committee are Samuel S. 
Voshell, A. Seibert, R. K. Stowe, O. S. 
Rogers and Perez F. Huff. 





POLICY CLAUSES 

The Spectator has issued its 1915 edi- 
tion of Policy Clauses, Conditions and 
State Laws. Contracts of more than 
one hundred American and Canadian 
companies are analyzed. The book of- 
fers much information in a condensed 
form. 


HOW ABOUT THE 
NEW YEAR? 


Will you make it a better one than 
last? Good openings for aggressive 
men, either as personal producers 
or agency organizers. 


Write and See If We Can 
Get t Together 


Pittsburgh 
Life & Trust Company 


Home Office 
Pittsburgh, Pa. 


Ww. C. BALDWIN, 
President 





HOWARD 8S. SUTPHEN, 
Director of Agencies 





The 


Perfect Protection Policy 


OF THE 
RELIANCE LIFE 


gives you something absolutely new 


and different to talk to your pros- 
pects. Gives you a chance to earn 
more money than you are now 
making. 


Our Life Insurance Contracts con- 
tain the most up to date clauses 
known to the Insurance World. 
The Accident and Health gives full 
protection for at least a third less 






cost than regular casualty com- 
panies. Our agency contracts are 
as liberal as can be made. 


WRITE AND WE WILL TELL 
YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company 
of Pittsburgh 
FARMERS BANE BUILDING 
PITTSBURGH, PENNSYLVANIA 











You Wish To Be Paid Well 


for your efforts. Producers receive 
liberal compensation under the 





Direct Agency Contract 
OF THE MANHATTAN LIFE 


A top-notch renewal income as- 
sured for years to come. 








Several pieces of excellent terri- 
tory, with exclusive rights, open 


for men of character and ability. 
For particulars address 


THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 











THE 
First Mutual 


Chartered in America 


New England 
Mutual Life 
Insurance Co. 


BOSTON, MASSACHUSETTS 





Operates on a full 3 per cent. Re- 
serve under Massachusetts Law, 
and offers the best possible se- 
curity, with a safe, equitable con- 
tract. 


FINANCIAL STATEMENT 


Assets, Dec. 31, 

eg ee oe $70,163,011.03 
RN 6 s.60 aiwom 65,159,426.58 
a ee $5,003,584.45 


ALFRED D. FOSTER, President 

D. F. APPEL, Vice-President 

;  * BARBEY. Secestary 

WILLIAM F. DAVIS, Asst. Secretary 
RANK T. PARTRIDGE, Asst. Secretary 
MORRIS P. CAPEN, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 

LATHROP E. BALDWIN, Manager 
141 Broadway, New York 

















HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


An examination of the Home Life of 
New York by the New York Insurance 
Department, the report on which has 

ust Re issued shows the Company b 

ae condition in ev 
spect with an excellent record in all of its 
telations with policyholders. The chief 
examiner closes the report on the exam- 
ination as follows: 


“From the above report it is apparent 
that the Company is iently 

its claims under its palleles ——s 
settled and its policyholders 


During the period under examination 
the Home Life has experienced a steady 
and sound growth, its assets, now nearly 
$30,000,000 being well over ‘five millions 
a & than in 1909 and the insurance in 

ree having 


increased from in 
the year mentioned to over S ese in 
1913. 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 











1865 --- Fifty Years Old --- 1915 








Unexcelled In 
Favorable Mortality 


AND 
Economy of Management 


The 
Provident Life 
and Trust Company 


OF PHILADELPHIA 
Rates of Premium Extremely Low and 


still further reduced by 
Annual Dividends 
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February 26, 1915. 
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Aggressive Group of St. Louis Producers 














The Missouri State Life has an un- 
usually aggressive staff of home office 


agents. Some of them are particularly 
large producers. The Eastern Under- 
writer has secured a picture of this 
agency force. 

Reading left to right, names of the 
men in the picture follow: Top Row: 


RETROACTIVE 

Equitable of lowa Makes Interesting 
Dividend Announcement—State- 
ment Regarding Lapsed Policies 





The Equitable Life, of Iowa, has re- 
cently announced that the privileges 
of applying dividends either to purchase 
paid-up additions to the policy or to 
let them accumulate with compound in- 
terest at the rate of not less than 3% 
per cent. per annum, will become retro- 
active, and will apply on all policies 
issued prior to March 1, 1913, since 
which time all policies written have in- 
cluded these advantages. Where the 
first plan is selected, the policyholder 
will not be obliged to furnish evidence 
of his good health. The provision al- 
lowing 31 days of grace in the pay- 
ment of all premiums except the first 
is also made retroactive, and will apply 
to all policies. Hereafter where poli- 
cies become lapsed through non-pay- 
ment of premium, the company will 
accept, subject to the approval of its 
medical department, a personal certifi- 
cate of health at any time within four 
months from due date of premium. 

The Equitable of Iowa hopes to have 
$100,000,000 insurance in force on De- 
cember 31, 1915. 





POLICY LOAN SUIT 


A suit has been entered by Mrs. Rosa 
Myers of Memphis, in the Tennessee 
Chancery Court against the New York 
Life on the ground that certain loans 
upon policies aggregating $20,000 had 
been made by the company without her 
knowledge or consent as beneficiary 
and that her allegea signature was a 
forgery. 


J. H. Simmons, C. H. Knappstaedt, P. 
J. Gibbons, B. S. Stullken, L. H. Knick, 
A. W. Biggs, J. E. Lindley. Middle 
Row: J. Bischoff, F. Sager, C. M. Ellis, 
A. G. Wimer, R. L. Beck, I. S. Solomon, 
J. J. Moriarty. Bottom Row: J. J. 
Parks, Edwin H. Fulton, H. H. Stork, 
J. F. Halley, Simon Lederer, Samuel 
Lederer, Z. H. Hughes. 


NEW AND OLD BUSINESS 


Splendid Percentage of New Eng/and 
Mutual—Figures showing Record 
in Detail 





On January 1 the insurance in force 
of the New England Mutual Life was 
as follows: 


Reserve Number Amount 


% 
4% 17,607 $45,563,893 16 
3% 29,360 63,667,175 22 
3 61,494 160,997,859 55 
Paid-up 11,657 21,228,179 7 





! 
| 


120,118 $291,457,106 100 
All policies issued from September 
1, 1843, to January 1, 1901, were on the 


Actuaries’ Tables 4 per cent.; from 
January 1, 1901, to January 1, 1908, 
American Tables 3% per cent.; since 


January 1, American Tables 3 
per cent. 

Fifty-five per cent. of outstanding in- 
surance, on January 1, 1915, was issued 
with‘r seven years and seventy-seven 
per cent. within fourteen years. Such 
a percentage of new old business is 
very unusual, and probably unequalled 
by any other old company. 

The mortality resulting from a large 
proportion of carefully selected new 
business is for a number of years much 
below the average. A low mortality 
means large savings, and the possibility 
of large distributions of surplus. 


1908, 








The signature of Mrs. Myers, as the 
beneficiary, was necessary to obtain 
these loans, and she alleges that she 
not only did not sign the necessary 
papers, but that she can prove they 
are forgeries. 





Write for information 





The Man Who Now Contracts With 
a medium sized, well established, PROSPEROUS, WESTERN, old 
line mutual life company in IOWA, NEBRASKA or KANSAS where 
PROSPERITY REIGNS, will PROFIT NOW and inthe FUTURE. 
Maximum Brokerage and Renewal 
: Contracts for Desirable Men : 


Northwestern National Life Insurance Company 


MINNEAPOLIS, MINNESOTA 


Correspondence confidential 





W. D. Wyman, President 


Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 
Inc. 1851 


New policies with modern provisions 


Attractive literature 
W. S. Weld, Supt. of Agencies 











Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CoO. 


By the State of Texas, July 2, 1912 


“The affairs of the Company are most ably managed, and 
all its records are in excellent shape. 

«The treatment of policy-holders has been fair and equitable 
and claims have been promptly paid. Evidences are not lacking 
that the Company enjoys the confidence of the insuring public, 


a confidence apparently well deserved.” 








INTEREST EARNINGS 





Why They Are Increasing With North- 
western National Life—Makes 6', 
Per Cent. on Mortgage Loans 





The earnings of the Northwestern in 
1914 were large. A decided improve- 
ment was made in interest earnings. 
While the interest earnings of the Com- 
pany have been good for many years, 
they were somewhat affected during 
the years of heavy endowment pay- 
ments due to the repayment of mort- 
gages and to the fact that consider- 
able money had necessarily to be car- 
ried in hand in order to meet payments. 
promptly. This condition now having 
changed, the rate of interest earning is 
again increasing. After deducting tax- 
es and expenses on real estate, the 
rate earned on all invested assets, in- 
cluding mortgage loans, bonds, real 
estate, policy loans and bank balances, 
was 4.85 per cent. in 1913 and 5.21 per 
cent. in 1914. 

A further increase can be looked for 
in the future, due to several reasons. 
First, policy loans in the past have 
been largely at 5 per cent. Gradually, 
however, the proportion of policies on 
which 6 per cent. can be charged is 
increasing. Second, it is the policy of 
the Company to invest all available 
funds in mortgage loans. It can now 
make mortgage loans which will net 


6% per cent., or better, and such in- 
vestments are now rapidly growing. 
Third, many old loans bearing 5 per 
cent. are maturing, and are promptly 
called in and renewed at higher rates. 

The mortality experience of the year 
was very favorable, being about one- 
sixty less than the average experience 
of the past four years. The earnings 
of the Company from other sources 
were sufficient to make a substantial 
increase in dividends without drawing 
on the entire mortality gain. 


AUBURN LIFE MEN MEET 


The Life Insurance Underwriters’ 
Association of Auburn, N. Y., held its 
first anniversary meeting in Auburn 
last week The subject of part-time 
agents was discussed. A review of the 
insurance business in Auburn was 
given by George B. Turner. Thomas 
Wood, of Rochester, made an interest- 
ing talk on association work. 

A. 8S. Scobel is president of the as- 
sociation; John Madden is vice-presi- 
dent; James Carmody is secretary; F. 
Lee Rogers is treasurer. 

L. A. Anderson, former actuary of the 
Wisconsin Insurance Department, ad 
dressed a meeting of the agents of the 
Central Life, of Des Moines, recently 
held in Madison, Wis. 





sylvania. 


A COOD OPENING 
An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
Address, stating qualifications: 
PHILADELPHIA, care of The Eastern Underwriter 


105 William St., New York City 








Life Insurance and Texas 





States. 





Texas has more than four million people, made up of 
home grown population and the best selections from other 
They are a progressive people and they are buying 
life insurance—about seventy million dollars a year. 

More than a hundred thousand suitable subjects in the 
State are uninsured, and several times that number inade- 
quately insured. We want ten or a dozen more good field 
men to tell them about the Southland Life. 


JAS. A. STEPHENSON, President 


Address— 


DALLAS, TEXAS 








all members. 








A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MOTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFITS, 
is unsurpassed for net low cost and care of interests of 





THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


@n January 1, 1909, rates were reduced and values increased to full 
reserve 

















THE EASTERN 


UNDERWRITER 


February 26, 1915. 

















Live Hints For Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 











The Fred A. Wallis Agency 


Heard at of the Fidelity Mutual Life 
a Wallis in Greater New York held 
Meeting a luncheon in the Compa- 


ny’s offices in the Trinity 
Building on Saturday. Mr. Wallis and 
other agents made speeches. The meet- 
ing was attended by a representative 
of The Eastern Underwriter, who jot- 
ted down the following notes: 

The North American Indian general- 
ly got a scalp when he went after it. 
His belief was that the strength of the 
white man went into his arm, giving 
him more power. Until he faced ma- 
chine guns and other weapons he 
found his bow and arrow all powerful. 
His success was caused by his undaunt- 
ed and undying confidence that he 
would win. It is the same with the 
life insurance agent. Nothing succeeds 
like success, but Fred Wallis would 
change this to read “Nothing succeeds 
except success.” 

Do you believe that confidence radi- 
ates from a successful man? Just 
watch its operation in those of humble 
capacity. Take the clumsy, bashful 
youth who comes into an office in a 
small town with a bill to collect from 
his employer. He looks sheepish as he 
crosses the threshold. He stumbles 
two or three times before he reaches 
the man he came to see. He reaches 
for his hat, takes it off, and then drops 
it. He stammers and says apologeti- 
cally: “Mr. Blank sent me over to ask 
if you would not pay this bill. What 
shall I tell him?” 

What is the answer he gets? Is it 
not: “I’ll send him a check?” 

Such a collector never does come 
back with the money. He would be 
surprised if he did. 

On the other hand, let the account be 
despatched by a well-set up, manly boy, 
with neat clothes, and having the man- 
ner of a man with a commission to ex- 
ecute. He will collect the cash if it is 
there to give. 

Have you any idea how precious 
time is? Do you know that you can 
see only a limited number of men dur- 
ing a day. and the larger the city the 
fewer men because the office hours are 
shorter, engagements more numerous. 
Therefore, economize on time as you 
do in personal expenditure. Don’t 
waste hours riding to a place on a 
trolley when there is quicker transit. 
Don’t call at the wrong time. Don’t 
wait when you find men in conference 
with every prospect of there being 
there for sometime. 

When you have struck a good lead 
follow it up, instead of dropping a 
case like a hot potato after you have 
closed it. Remember that every man 
has friends and business associates. If 
he patronizes your company he is pret- 
ty apt to think well of the company and 
to have other men think the same. 
You know how it is when a man buys 
an automobile. At first he thinks it is 
the best thing on the market, particu- 
larly if he looked at a number of other 
cars before he made the purchase. 

Time passes and mayhaps he grows 
to feel that perhaps his car is not the 
best in the world, but he is going to 
keep that fact a secret. He is not 
going to let anyone know that he made 
a mistake in judgment. He will not 
knock that car under any circumstan- 
ces. But, what if he really thinks the 
car is the best in the world after he 
has had it for sometime? Then ae 
is going to preach the fact from the 
housetops. He wants everybody to 
know what a shrewd buyer he is. 

There is a pertinent tip for the Hfe 
man in this. And that is never to lose 


sight of his patrons. 
The case was iilustrated by an unpre- 


pussessing man who came into the 
agency and asked for a rate book, say- 
ing he thought he could sell insurance. 
He didn’t look very promising, but 
long experience has taught agency 
managers that you can’t always tell 
how an apple will taste until you eat 
it. He went out and wrote a $2,000 pol- 
icy in the building of a public service 
corporation that has many hundred em- 
ployes on its various floors. Inside of 
two months he had written $200,000 in 
this building. The first policy proved 
to be am endless chain, Here was an 
entire building that was virgin field. 
Has anyone any idea of the number of 
inhabitants of a big office building in 
New York? In the Hudson Terminal 
buildings alone there are 10,000 people, 
This equals the population or exceeds 
it of most towns in the United States. 

The agent must never forget that he 
knows more about life insurance than 
dees the man he is interviewing. No 
one should persuade him differently. 
Count Zeppelin could come to America 
and talk dirigibles to anybody in the 
country and every word he said would 
be taken for gospel truth. He could 
discourse without interruption or dis- 
pute on topography, winds, carrying 
capacity—a thousand other points. But, 
if he started to talk about the wheat 
crop, Roosevelt’s popularity, or the 
Boston baseball team he would find 
himself in hot water right away. An 
agent who could talk to Count Zeppelin 
about life insurance starts with a tre- 
mendous advantage. because he knows 
al] about it and the Count knows noth- 
ing. The other day a large real estate 
operator walked into the Wallis office, 
in tow of an agent, and said he was 
ready to be examined for $50,000 insur- 


ance. He carried some insurance and 
wanted more. When asked some ques- 
tions about his insurance he could 


neither tell the name of the company 
nor the kind of policy. Yet. he was a 
man Of affairs. Pick your own moral. 


cd o ” 
Caution is a good thing, 
Can but it can be overdone. 


Overdo The man who thinks of 
Caution taking life insurance, but 
delays definite action in 
his hunt for a bargain, and wants to 
see all the goods in the market before 
buying, may be very sorry, should his 
health fail or he become disabled while 
looking them over, says the John Han- 
cock The variations of net cost in 
standard companies are negligible com- 
pared with the importance of obtaining 
family protection without delay. 
To the man on a sick bed and with- 
out life insurance, how negligib!e must 


.seem the difference in premium rate 


of a dollar perhaps, or less, per thou- 
sand, representing probably, all factors 
considered, no real saving, and which 
kep’ him hesitating! How gladly he 
would exchange, now that it is too late, 
ever a much higher premium than the 
one that deterred him, for the comfort- 
ing certainty that wife and child would 
not be without resources, whatever 
tefell him! 

Fraternal Day at the Panama Pacific 
Exposition will be observed April 22. 
Charles W. Dempster is chairman. 


Agents can do a lot to 
discourage policy loans. 
They should make it 
their duty to discourage 
loans. The  Interna- 
tional Lifeman sizes up the situation 
as follows: 

In the first place every conscientious 
agent desires to advise policyholders 
from time to time along the line of 
their best interests. While he has sold 
the insured a policy carrying the loan 
privilege (maybe insisting upon that 
feature as being one of the most at- 
tractive in the policy), yet he can warn 
him when occasion arises against tak- 
ing advantage of the privilege, if it be 
possible to raise money from any other 
source. And here is the main reason 
for such a warning: Experience shows 
that where a man borrows upon his 
policy he is more apt to lapse; seem- 
ingly having lost the attachment for it 
which he had before placing a lien upon 
it. And that is but human nature, for 
where the value of a thing has been 
depreciated, as in the case where one 
borrows upon his policy, it will not be 
treated with the same degree of inter- 
est and attention as when it represent- 
ed an unincumbered asset. 

Then there’s another view to take of 
it from the agent’s particular interest, 
and it is this: Every lapsed policy 
means a loss to the agent where he’s 
interested in the renewals and an in- 
jury to him where he has no such in- 
terest. It is plain that as long as a 
man keeps up his policy he will remain 
friendly to the agent who induced him 
to take it; but when he lets it go he not 
only becomes lukewarm but often 
shows a feeling of resentment, as 
though the agent had induced him to 
spend money for something that had 
resulted in no value to him. While it’s 
of no particular advantage to us to in- 
vest policyholders’ money otherwise 
than to loan it to them on their poli- 
cies, we would be lacking in duty to 
them if we did not point out the fact 
which experience upon such loans dis- 
closes, to wit: That the man who does 
not borrow upon his policy certainly 
keeps his family better protected by 
his insurance and runs less risk of hav- 
ing the protection removed at a time 
when the family might need it most. 

It stands to reason that agents can 
do more to discourage loans on poli 
cies than the officers of the companies. 
They are on intimate terms with policy- 
holders, know their financial condition 
at all times, and therefore in a position 
to give the needed advice in each case 
that comes under their notice. Viewed 
from every standpoint it would seem 
that agents should make it a part of 
their duty to discourage borrowing on 
policies whenever the opportunity 
arises. Such a course certainly is in 
the interest of beneficiaries and it is, 
too, greatly in the interest of agents 
themselves for the reasons elsewhere 
pointed out. 


The Agent 
and the 
Policy Loan 


One of the most powerful 


Future agents of our national 
of Life prosperity is the great 
Insurance’ institution of life insur 


ance, says the Franklin 
Life, of Springfield, Ill. America may 
well be proud of the splendid record 
of its life companies in these critical 
times—even our companies that have 
done business in Europe stand un- 
moved. The strength of life insurance 
in this country is beyond question. 
With a population of one hundred 
millions, the life insurance of all class- 
es in force in the United States aggre- 












LRINCY 








REMEMBER 





The Texas Life Insurance Company 
OF WACO, TEXAS 


Is the pioneer life insurance company of 


ATTRACTIVE POLICIES and LIBERAL CONTRACTS 


the Southwest 











JOHN G. HOYT 
Vice-President 


E. P. MELSON 
President 


MISSOURI 
STATE LIFE 


Salable 
Policies 
Participating and Non-Participating 








Special Inducements for 
General Agency Contracts 


Home Office: ST. LOUIS, MO. 











gates $30,000,000,000, or an average of 
$300 protection for each inhabitant 
The marvelous growth and expansion 
of legal reserve life insurance is con- 
clusive evidence of the foresight and 
sound judgment of our people. 

But only a beginning has been made. 
Millions of men and women who need 
life insurance are still without it. Long 
after those who read this page are 
gone the life insurance agent will still 
be required to educate and encourage 
people to avail themselves of the bene- 
fits of this beneficient institution. 

The work of the agent is hard, some- 
times discouraging, but we point to the 
wonderful progress of life insurance 
and t’. the abundant signs that a-spirit 
of thrift has awakened throughout the 
country, as evidence that the work yet 
to be done will be increasingly fruitful 
in resu'ts. 

In proportion as our people under- 
stand and bui'd up great co-operative 
institutions such as life insurance, just 
in such proportion do we become in 
truth a prosperous nation. 

* oe * 
Everything and any 
Read thing that happens in 
The Morning the vicinity of an agent 
Newspaper gives him an oppor 
tunity to extend his 
business. This leads a writer in Agen- 
cy Items, published by the Equitable 
Life Assurance Society, to advise agents 
to scan their morning paper to see what 
items will expedite his work during the 
day. The up-to-date agent turns to his 
advantage the establishment of new 
business enterprises; he watches every 
fire and draws a contrast between those 
who are fully insured and those who 
have remained unprotected. Marriages, 
births, and deaths bring grist to his 
mill. There are thousands of ways in 
which to utilize the news of the day. 
If he has wit, wisdom and imagination, 
he will be able to extract gold from 
every current event and coin it into 

money. 

In flush times he is successful be- 
cause his clients find it easier to pay. 
In hard times he is successful because 
he is able to convince sensible people 
that life insurance is an absolute neces- 
sity. Some of the Society’s most pros- 
perous agents owe their success to 
their ability in utilizing public move- 
ments, charitable enterprises, religious 
or political organizations in furthering 
their insurance business. Even in 
time of war, when some classes are 
suffering serious injury, other classes 
are making money rapidly. 

GROWTH IN KENTUCKY 

A steady increase is being made by 
the United States Annuity & Life in 
its Kentucky Agency ranks. During 
the past few months four new producers 
of recdgnized ability have been ap- 
pointed for various sections of the 
State, and the Company now announces 
that A. C. Wickliffe, who has been a 
successful producer for several years, 
has been added to its force and will 
have charge of a territory in the central 
part of the State. 
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VALUE OF THE SMALL INCOME 


MUTUAL BENEFIT GIVES VIEWS 








Insurance Protection and Conservation 
of Insurance Proceeds Are Insepar- 
able—Income Forms 





The Mutual Benefit points out the 
importance of smal] incomes in its pub- 
lication “The Pelican,” giving an un- 
answerable argument, 

One of the companies in the Middle 
West, in featuring its monthly income 
policy, suggests that it is a mistake to 
feel that an income of from $10 to $20 
a month is not of as much value to a 
man who can afford to carry only from 
$1,000 to $5,000 of insurance as is an 
income of $50 to $100 where the man 
can afford $25,000 of insurance or over. 
It is noteworthy that thousands of sol- 
diers’ widows are saved from want in 
this country by relatively small in- 
ccmes received from the government. 
The average pension to widows of Civil 
War veterans is $12 per month. 


Conservation of Proceeds of Insurance 


Some agents wonder why the Mutual 
Jenefit, through the medium of The 
Pelican, lays so much emphasis on the 
value of income insurance, particularly 
at this time. It is because experience 
of the Company shows that it is just as 
necessary to conserve the proceeds of 
the insurance as it is to provide the 
principal. 

The investment situation for the in- 
experienced during recent years has 
become more and more complex. Any 
number of fraudulent schemes have 
flourished at their expense. By refer- 
ence to the financial columns of the 
newspapers it will be seen that many 
forms of old investments are in a state 
of transition. Stocks of one kind or 
another, at one time considered first- 
class securities by the average man, 
are not now looked upon with as much 
favor as formerly. In fact, it is diffi- 
cult for the layman to know just what 
does constitute a safe investment. Be- 
sides, the demand for a higher standard 
of living encourages expenditures with 
the consequent temptation to secure 
high interest returns on investments at 
the expense of safety, or of the contin- 
uance of expenditures at the cost of 
principal. 

Day of Personal Trustee is Gone 


The day of the personal trustee has 
passed, the risks being too great. Our 
trust companies have taken his place. 
The trust company does a worthy work 
and serves a useful purpose to the pub- 
lic. A trust company, however, invests 
the money of its client in some partic- 
ular selected bond or mortgage, and the 
client gets the interest which that par- 
ticular investment earns. While it is 
true that the trust company is not so 
apt to make mistakes as is the indi- 
vidual because the trust company is 
guided by the experience of finance 
committees well versed in investment 
matters, still it is a fact that the 
amount of income from individual in- 
vestments is bound to be somewhat un- 
certain. The client of a trust company 
does not secure the average interest 
earned by the company, but only that 
secured from the individual investment 
made by the trust company on his or 
her account. It is far better, generally 
speaking, that a trust company should 
administer one’s estate than that an 
individual should do so, but it is better 
still that this important work with re- 
spect to the proceeds of life insurance 
policies should be left to the insuring 
company. 

Experience of many years, moreover, 
demonstrates that the protection af- 
forded by life insurance fails to a con- 
siderable degree whenever the protec- 
tion ceases with the payment of the 
proceeds of the policy in a lump sum, 
and does not extend to the vital con- 
sideration of the conservation of the 
principal. The development of income 
insurance is due to the fact that insur- 
ance protection and conservation of 
insurance proceeds are inseparable. 





Recognition of this fact is found in 


nearly all of the workmen’s compen- 
sation acts recently enacted, and in 
government and industrial pension 
schemes where the compensation or 
pension is paid usually not in a lump 
sum but in the form of an income over 
a stated number of years or for life. 
The great future in life insurance lies 
in the income forms of insurance. 





GERMANIA’S WAR CLAIMS 





Only $45,000 in 1914—No Insurance 
Written Without Military or 
Naval Permit 





In a statement to policyholders about 
the Company’s business for 1914, Pres- 
ident Cillis of the Germania Life, says 
regarding the European war: 

“In this connection it is of interest 
that on a small part of its business the 
Company’s European branch carries the 
war insurance risk. Contrary to the 
practice of European companies to 
grant war insurance unconditionally, 
this Company’s European branch has 
for a period of over twenty-five years 
assumed such risk only subject to spe- 
cial application therefor, for a limited 
amount in each case, and subject to 
contributions for the accumulation of 
a special war fund in the form of extra 
premiums and of dividends condition- 
ally withheld. This fund, which was 
drawn upon to the extent of $45,000 in 
1914 toward the payment of war insur- 
ance claims, is assumed to be sufficient 
to cover any extra losses under this 
class of business. Since the outbreak 
of the war, the Company’s European 
branch has not granted any insurance 
with a permit for military or naval 
service.” 

The Germania Life has passed the 
$150,000,000 mark in amount of insur- 
ance in force and the $50,000,000 mark 
in amount of assets. 

The new business issued and paid 
for during the year 1914 exceeded $18,- 
000,000, a gratifying result in view of 
the abnormal financial and commercial 
conditions at home and abroad. 

The sum of $935,000 was set apart 
for distribution as dividends to policy- 
holders for the year 1915, these divi- 
dends showing a slight increase over 
those for the year 1914. 

The mortality experienced by the 
Company in the past year has again 
been very favorable; it was about two- 
thirds of the expected mortality, result- 
ing in a saving of over $400,000 to the 
Company’s policyholders. 





TEN REASONS FOR’ INSURANCE 


The folllowing reasons for life insur- 
ance are presented by the Louisiana 
Woodman in a concise form and are 
worthy of careful consideration: 

1. It is the surest way to prevent the 
household loaf from being buried with 
the household head. 

2. It helps to rid the community of 
pauperism and its expenses, and of the 
crimes incident to poverty 

3. It brings relief to the sorrows of 
bereavement, and brightens the other- 
wise desolate pathway. 

4. It gives the permanence of an es- 
tate, or a fortune, to those dependent 
only on their daily toil. 

5. It is the safest of all investments, 
as it thrives even upon the ruins of 
ordinary financial concerns. 

6. It is a profitable use of funds, se- 
curing both protection and accumulation 
of funds. 

7. It is a property not exposed to 
the demands of creditors, but is pro- 
tected by law for one’s heirs. 

8. It brings ready money in a 
moment, and just when it is most timely 
and welcome. 

9. It affords the conveniences of a 
savings institution and a protection that 
saving cannot give. 

10. It benefits the insured, prompt- 
ing industry and economy, and pro- 
longs life by relieving it of anxiety. 





The annual dinner of the Baltimore 
Life Underwriters’ Association was held 
at the Hotel Emerson on February 20. 
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METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


= Of the People 
The Company By the People 


— For the People 


The Daily Average of the Company’s 
Business during 1914 was: 


626 per day in Number of Claims Paid. 


8.040 per day in Number of Policies 
Issued and Revived. 


$1,708,728 per ‘day in New Insurance 
Issued, Increased and Revived. 

$305,754.00 per day in Payments to 
Policyholders and Addition to Re- 
serve. 

$161,826.87 
Assets. 


per day in Increase of 


JOHN R. HEGEMAN, President 








OLDEST 


Southern Life 


Liabilities... 
Capital and Surplus. . 


Payments to Polic yholders since Organization,. 


ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


- LARGEST 
Insurance 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 








Insurance in Force. . ee 


Is Paying its Policyholders over ..........- 


- STRONGEST 
Company 


1914; 
$11,138,324, 57 
9,410, rt 0.62 
17 x = 





95 
99,256. 046.00 
15,423,933.48 


° neat *s $1,.250,000.00 annually 
GOOD TERRITORY FOR LIVE AGENTS 











insurance 
Assets over One Million. 


(average One Million a month). 


Important open territory. 


The Guarantee Life Insurance Co. 
HOUSTON, TEXAS 


in force over Twenty Millions of dollars. 
Business received first eight months, 


We want a capable general agent for vacant office. 


1913, over Eight Million 











An Illustration of Income Insurance 








200 cites H.. . M. . @ Biv cic cccscs 
100 shares Boston & Maine........... 
200 ahares . ¥. Comtral.......sscccseocs 
Le FE Es) MAN s cedar cedawensaes 
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Clay W. Hamlin, of Rochester, points 
out an example of the need of income 
insurance in the case of a Buffalo man 
who died in 1906, says the Phoenix Mu- 
tual in its publication, the Field. 
This man had been successful in busi- 
ness and had invested all his money in 
what were apparently first-class rail- 
road stocks. The value of these stocks 
in 1906 and their present value is illus- 
trated above, as well as the present 


ODD SUIT IN LOCKPORT 

An interesting case in Lockport, N. 
Y., is a suit brought by a life insurance 
company against Ernest W. Bird, for 
the recovery of a $25 premium due on a 
promissory note. Bird was to take 
an examination for patrolman. He said 
he understood that policemen were not 
insurable, and that if he passed the 
examination his application would be 
nullified. 


Value of Stocks Income 
from 

Stocks 

1906 1914 1906 
$19,300 $5,500 $800 
17,500 3,400 700 
13,900 8,400 600 
3,300 10, eee 650 
$64,000 $27, 800 $2,650 


income from these investments and the 
yield in 1906. 

In 1914 there was no income from 
the N. Y., N. H. & H. shares, and the 
shares of the Boston & Maine; there 
was $500 income from the New York 
Central and $600 from the Pennsylva- 
nia shares. 

A decrease of 56 per cent. in value 
and of 58 per cent. in income within 8 
years. What better argument for in- 
come insurance? 


NEW YORK LIFE LOANS 
Since the first of August the New 
York Life has advanced money to pol- 


icyholders as loans on their policies 
as follows: 
No. of Amount 
Loans. of Loans. 
U. S. and Canada. 49,275 $14,256,565 
SD 2-665 oh. ewe 7,498 2,965,040 
Other countries 2,314 660,410 
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THE RHODE ISLAND DINNER 

That the leading men and women of 
Rhode Island are willing to devote an 
entire evening to hearing life insurance 
truths demonstrates a more friendly 
interest to insurance than presumably 
the life underwriters of Providence 
thought existed. The banquet given in 
Providence, attended by the leading 
women and men of the State, and re- 
ported elsewhere in this paper, was an 
inspiration. The guests heard the 
truth about life insurance from masters 
in the business, Haley Fiske, of the 
Metropolitan Life; Joseph A. De Boer, 
of the National Life of Vermont, and 
others. Messrs. Fiske and De Boer 
were in their best vein—and that is 
saying a lot. They talked extempora- 
neously, in easy but convincing fash- 
ion, and when they concluded there 
was no doubt in the minds of every 
auditor either of the wide scope of the 
protection offered the public by the 
companies, of the necessity for that 
protection, of the responsibilities of the 
parent toward the child, or of the re- 
sponsibilities of the companies them- 
selves. Every step that has been taken 
ii life insurance has been either to pro- 
vide additional benefit or further safe- 
guard trust. What additional 
benefits are and how they originated 
were ably described by Mr. De Boer. 
Mr. Fiske’s speech was more general, 
covering economic, philanthropic and 


these 


other phases of modern life, as well as 
the discussion of insurance questions. 

What will particularly interest life in- 
surance men in Mr. Fiske’s strong ad- 
dress was his emphatic statement put- 
ting squarely up to the life companies 
the responsibility for the health of the 
ccmmunity. A great deal is heard of 
the social and welfare activities of some 
of the great millionaires and industrial 
combinations, but little is printed in 
the daily newspapers and magazines 
about the remarkable activities of the 
Metropolitan with its sanitarium for the 
cure of tubercular patients, its educa- 
tion of mothers and children, its visit- 
ing nurse service, its co-operation with 
health officials and other welfare work, 
familiar to insurance men. Certainly, 
if there is any finer type of social ser- 
vice in this country The Eastern Under- 
writer does not know about it. And, 
best of all, its effectiveness has not 
been crippled by its modesty. There 
has been no flare of trumpets or beat- 
ing of the drum. The Metropolitan 


goes simply about its work of spreading 


light and cheer and fighting disease, a 
great silent force for good. 

The Rhode Island Life Underwriters’ 
Association is to be congratulated in 
getting the inspiration for the banquet 
given in Providence; in arranging for 
such capable and forcible speakers, 
and in succeeding in gathering to hear 
them such a brilliant audience. What- 
ever may be the attitude of the ex- 
tremely wealthy toward life insurance 
in Rhode Island, statistics show that 
the great body of the people are over- 
whelmingly in favor of life insurance 
in that commonwealth. 





WEEDING OUT THE UNWORTHY 

If the action recently taken by State 
Auditor Darst, of West Virginia, in re- 
voking the license of a local agent con- 
victed of failing to turn over a pre- 
mium collected from the assured upon 
a brokered risk, were generally fol- 
lowed, the insurance business would 
speedily be rid of a class of men, hap- 
pily few in number, who now disgrace it. 

It’s a trite assertion that the undue 
eagerness of companies for premium 
income has induced the entry into the 
field of many agents illy qualified for 
the business. Intent only on the com- 
missions they can make, representa- 
tives of this type, are not concerned 
over the physical or moral character 
of the risks they submit, arguing that 
the underwriting should be done at the 
company head offices. Reputable agents 
and brokers suffer severely from the 
competition of their undesirable asso- 
ciates, and are striving constantly for 
the imposition of more exacting re- 
quirements before licenses can be nad 
from the State. Until the managers 
endorse the movement, however, and 
do tneir part, the uplifting progress 
will be slow. 

The action of Auditor Darst shows 
how be feels in the matter, and all right 
thinking underwriters will commend 
him therefor. 

WHEN FAMOUS WRITERS DIE 

Alfred Henry Lewis, a famous Wash- 
ington correspondent and writer, died 
recently, leaving an estate of $500. In 
view of the death of Jacob Riis, leaving 
so little provision for his family that 
his widow has had to go into the jam 
and jelly business, an interesting side- 
light is again thrown upon the care- 
lessness and indifference of literary 
celebrities for those who survive them. 

Mr. Lewis was one of the highest 
salaried writers of the day. He was the 
right hand political writing expert of 
William R. Hearst for years. In addi- 
tion, he wrote books, his “Wolfville” 
stories being famous. 

That men of the salary capacity of 
Alfred Henry Lewis should leave only 
$500 would be incomprehensible were 
such cases not so frequent. There was 
some excuse for improvidence in the 
days when Milton was compelled to sell 
Paradise Lost for a song; when Chat- 
terton died in a garret, and when Edgar 
Allan Poe sold his genius for a bauble; 
but, in these days a mediocre writer of 
the caliber of Robert W. Chambers can 
make $150,000 a year out of two novels; 
the playwright George Broadhurst can 
profit $200,000 a year from his sensa- 
tional dramas; a newspaper will pay 
$300 a week for the services of a hu- 
morist, and even a sporting writer has 
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JOHN B. DACEY. 


John B. Dacey, president of the 
Albany Field Club, an organization of 
special agents and adjusters which is 
doing good work along educational 
lines at the New York State capital, 
is special agent for the Boston Insur- 
ance Company in the Eastern New York 
territory. Mr. Dacey was graduated 
from the Boston English High School, 
and started in the insurance business 
with the O’Brion & Russell agency of 
Boston in 1896. Five years later he 
became associated with the L. Berge- 
Hayes Company Agency of Boston. He 
was with the Maryland Casualty Com- 
pany for a time as special agent in 
New England, and in 1906 was appoint- 
ed special agent of the Boston Insur- 
ance Company for Boston suburban 
territory. He was transferred to East- 
ern New York in 1910. He is a clean- 
cut young man, popular with both 
agents and his field associates. 

ss 8 @ 

S. Samuel Wolfson, district manager 
of the Equitable Life at the Bible 
House, New York, will enter the bonds 
of matrimony on March 2, at which 
time he will marry Miss Dorothy Good- 
man, niece of William Goodman, a 
well known fire insurance agent. Mr. 
Wolfson and his bride-to-be were 
given a testimonial dinner last night 
by his agents, at which time the agents 
planned to set aside March as “Mrs. 
Wolfson Month.” At the dinner, I. 
Ehrlich, on behalf of the agents, pre- 
sented Mr. Wolfson and Miss Goodman 
with a solid silver serving set as a 
token of their appreciation and good 
wishes. Mr. Wolfson expressed his 
thanks for the consideration shown him 
and the trust that the coming month 
would be a big and profitable one to 
them in his absence. Mr. Wolfson has 
about sixty agents under his supervi- 
sion, thirty of whom were present at 
the dinner and gave evidence of the 
perfect harmony existing between them 
and their manager. 

* * * 

Cyrus W. Phillips, of Rochester, N. Y., 
chief deputy of the Workmen’s Com- 
pensation Commission, is a leading can- 
didate for appointment as commission- 
er to succeed J. Mayhew Wainwright, 
resigned, according to the Rochester 
Post-Express. Mr. Phillips served in 
the State assembly for four years, and 
was one of the men responsible for 
the present law being passed. 





been known to command $10,000 a year. 
These are velvet days indeed for the 
literary man, and he should be the best 
possible prospect for insurance. 


James G. B'aine, Jr., grandson of 
James G. Blaine, great American 
statesman, is manager of the New York 
Life at Providence. He graduated from 
Harvard in 1911, so it will be seen that 
he is making fast progress, and a bril- 
liant future has been predicted for him. 
Like all men bearing a distinguished 
inherited name Mr. Blaine has found 
that it is not much more than a soc‘al 
asset. In fact, it is necessary for a 
man named after a celebrity to work 
just a little bit harder than other men 
in order to keep up with tradition. Mr. 
Blaine is building up a good organiza- 
tion, several young college men on the 
New York Life staff in Rhode Island 
doing particularly effective work. Mr. 
Blaine himself has already personally 
produced as much as $200,000 a year. 

* 


Warren R. Porter, president of the 
Panama-Pacific Insurance Club, is di- 
recting plans for a remarkable celebra- 
tion of “Insurance Week” in San Fran- 
cisco, beginning April 18. The San 
Francisco fire was nine years ago, and 
Insurance Week will commemorate not 
only that disaster, but the great relief 
which the insurance companies extend- 
ed to the sufferers. During the week 
there will be a Disease and Accident 
Prevention Day, Fraternal Day, Fire 
Prevention Day, and National Associa- 
tion of Life Underwriters’ Day. On 
Sunday ministers will discuss insur- 
ance in their pulpits. The Panama- 
Pacific Insurance Club has one hund- 
red and fifty members. The executive 
committee consists of W. T. Hathaway, 
William J. Dutton and Warren R. 
Porter. 

. a * 

George F. Steele, who succeeds E. F. 
Van Valkenburg as insurance commis- 
sioner of Idaho, has had practical ex- 
perience in the business he has been 
called to supervise, having long con- 
ducted the leading local agency at 
Coeur d’Alene. While thoroughly pro- 
gressive in his ideas he is not a radical 
in any way, and all questions sub- 
mitted him for decision are sure to re- 
ceive serious and intelligent thought, a 
condition that cannot be guaranteed of 
all the supervision officials of the 
country. 

7 s * 

Charles M. Henry, newly appointed 
auditor of the Massachusetts Bonding 
and Insurance Company, of Boston, “has 
had many years of experience in ac- 
counting as related to insurance com- 
panies, and is well equipped to give 
the expert and untiring attention re- 
quired by his present position.” Mr. 
Henry gained his initial knowledge of in- 
surance accountancy with the New York 
firm of Weed and Kennedy, when the 
office acted as United States managers 
for a number of prominent European fire 
insurence companies. Later he went 
with a surety company and more re- 
cently joined the accountancy firm of 
Froggat, Morrison and Company. Thor- 
oughly trustworthy in every respect Mr. 
Henry is a distinct addition to the head 
office staff of the Massachusetts Bond- 
ing, and President Falvey has displayed 
his customary wisdom in securing his 
services. 

* 8 8 

S. H. Wolfe, the well-known New 
York actuary is on the Pacific Coast 
examining the West Coast Life and the 
San Francisco Life for the California 
Insurance Department. These com- 
panies are about to merge and the 
California Insurance Department is 
making this examination to determine 
the status of each company before al- 
lowing the merger to take effect. 

+ ~ ~ 

H. E. Aldrich, superintendent of agen- 
cies of the Equitable Life of Iowa, has 
been elected a member of the board 
of trustees of that company. He has 
been active in the affairs of the Equit- 
able Life of Iowa for years. 
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Fire Insurance Department 
AGENTS WHIRLWIND CAMPAIGN 








TO TOUR STATE AFTER MEMBERS 





New York (Association of Insurance 
Agents Has a Strong Membership 
and Is Growing 

A whirlwind campaign of New York 
State is soon to be made by the New 
York State Association of Local Fire 
Insurance Agents with the object of 
inducing every live agent to join. The 
State is to be divided into districts, 
and one particular agent in each sec- 
tion will be in charge of a campaign 
of his own, aided by lieutenants who 
are already members of the association. 
These tours will be made by automo- 
bile and it is believed that several 
hundred new members will result. 

The New York Association of local 
agents is already a powerful body, hav- 
ing more than five hundred in its mem- 
bership. These include many of the 
leading agents, the association being 
particularly strong in such cities as 
Buffalo, Rochester, Syracuse, Niagara 
Falls, Albany and Binghamton. The small 
towns have a!so a good representation. 

Weak in Eastern Section Only 
In the Eastern section of the State 

the association is not so strong at the 
present time, and for the old reason 
that it is extremely difficult to organ- 
ize New York city men in a co-opera- 
tive movement. Whatever may be the 
indifference of New York city, which 
seems to think that it has its own 
problems and does not need to work 
with the rest of the State, there is no 
reason why agents in Long Island and 
Westchester County should not be more 
numerically represented. There are 
distinct local agents’ problems that are 
as much a part of the day’s routine 
in Eastern New York as in Western 
New York. 

The New York State Association is 
affiliated with the National Association 
of Local Agents, which now has a 
membership of more than seven thou- 
sand. 

The officers of the New York associa- 
tion are young, aggressive successful 
agents of the State, all of whom are 
interested in questions which appeal to 
every local agent. They are fighters 
for business. G. T. Amsden, of 
Rochester, is president. Mr. Amsden 
is just the type of agent who is repre- 
sentative of the whole association’s 
executives. A trained insurance man 
for years—and the son of an insurance 
man—he is a leader in Rochester and 
wins out by clean-cut, up-to-date 
methods. 

Men Who Will Make Campaign 
The captains and counties follow: 
John Tiernan, Buffalo, Niagara, Erie, 

Cattaraugus, Chautauqua; G. T. Ams- 
den, Rochester, Monroe, Orleans, Gen- 
esee, Wyoming, Livingston, Ontario, 
Wayne; Wm. H. Murray, Hornell, Alle 
gany, Steuben; Fred V. Bruns, Syra- 
cuse, Seneca, Cayuga, Oswego, Onon- 
daga, Cortland; Frederick W. Swan, 
Uimira, Yates, Schuyler, Chemung, 
Tompkins; Wm. H. Hecox, Binghamton, 
Tioga, Broome, Deleware; C. C. McNitt, 
Norwich, Chenango, Otsego; J. S. 
Kernan, Utica, Madison, Oneida, Her- 
kimer; Robt. F. Gilmore, Schenectady, 
Fulton, Montgomery, Schenectady, Sco- 
harie; Chas. A. Porth, Albany, Albany, 
Rensselaer; Chas. W. Cool, Glens Falls, 
Warren, Washington, Saratoga; A. D. 
Pardee, Kingston, Greene, Columbia, 
Ulster, Dutchess; S. Carlisle Goodrich, 
Newburgh, Putnam, Orange; L. M. 
Irving, Malone, Clinton, Essex, Frank- 
lin; E. G. Mosher, Watertown, Jeffer- 
son, Lewis, St. Lawrence. 
Why Agents Should Join 

One of the best reasons why a local 
agent—particularly in a small town— 
should join the State association is that 
it brings him into contact with the 
hustling successful men who are writ- 
ing the great bulk of the premiums 








in the State. Meeting these men at 
conventions, hearing their discussions, 
rubbing shoulders with them, the agent 
who attends a State association con- 
vention will learn so much of value 
that he will find himself well satis- 
fied with the trip. Furthermore, he 
will get a stimulus to go out and do 
harder work for the next twelve 
months. 

The New York association has al- 
ways been able to find men of promi- 
nence and talent to address them, and 
agents are able to hear experts at the 
State association meetings who would 
otherwise be out of their reach. Judge 
Hasbrouck, the gifted insurance super- 
intendent of New York State, made his 
initial talk to insurance men at the 
meeting of the State association last 
year. Policy clauses, loss adjustments 
technical points that come up in the 
business every day are threshed out, 
and there is always an enjoyable enter- 
tainment after the serious business 
sessions. 

Co-operate With Companies 

The New York Association is work- 
ing in co-operation with the insurance 
companies, believing that the success 
of the company means the success of 
the agent, and vice versa. Occasional- 
ly hostile interests to both companies 
and agents rear their head and co- 
operation of both is needed. It is then 
that the State association can often 
prove its value, through the influence 
in communities that representative in- 
surance agents have, and it can dis- 
seminate propaganda that could not be 
circuiated through any other channel. 
Fire insurance needs co-operation these 
days, with high burning ratios, descend- 
ing rates and a thousand and one prob- 
lems arising. Through the state asso- 
ciation a great deal of good can be done 
for the entire insurance fabric. 

These are all arguments that will be 
used effectively by the association’s 
representatives in their membership 
campaign. 





OBJECT TO FLOATER POLICIES 





Local Agents Contend Issuance of Such 
Coverage is Contrary to 
Good Practices 





Prominent among the subjects dis- 
cussed at the mid-year conference of 
the National Association of Insurance 
Agents at Cleveland several days ago, 
was tbat of blanket coverages upon 
hain stores and similar classes of 
risk. Local agents and companies have 
noted with considerable apprehension 
the apparent increase in the issuance of 
this form of policy on the part ol some 
companies for one or two leading brok- 
erage firms. 

Reports were presented at the meet- 
ing, from which it appeared that the 
issuance of these contracts was contrary 
to good practices and seemed to over- 
ride the rights of local agents and 
agency companies. Considerable sur- 
prise was manifested at the names of 
companies reported as writing these 
contracts. A declaration was adopted 
stating that the issuance of these poli- 
cies was contrary to overhead writing 
rules and violated good practices in 
other respects. 





PREMIUMS FALL OFF 





Receipts in New York City Last Year 
Total $23,156,305 as Against 
$23,836,855 Had in 1913 





As was confidently predicted would 
be the case the fire premium returns 
collected in New York city last year, 
as shown by the patrol returns, fell con- 
siderably below those had in 1913. The 
1914 figures aggregated $23,156,305, as 
against $23,836,855, or a loss of $680,650. 
This is attributed in part to a reduced 
demand for indemnity, and also to a 
decrease in the average rate due to 
improved protection in the buildings. 
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PROMISE RATE REDUCTION 


FOR 





IMPROVED ALARM SERVICE 





Underwriters Would Aid in Bringing 
About Much Needed Public 
Improvement 





Underwriters are a unit in support- 
ing Fire Commissioner Robert Adam- 
son in his effort to secure a modern- 
ized fire alarm service for New York 
city. Mr. Adamson asks a million dol- 
lars for the work, and the Board of 
Estimate is haggling over granting it, 
feeling that the present condition of 
the city’s treasury will not justify such 
a special tax upon it. 

The commissioner though is fully 
alive to the need for a better alarm 
system and is fighting valiantly to se- 
cure it. 


Last December Mr, Adamson asked 
the underwriters what they would do, 
should the city decide to spend the 
$1,000,000 for the purpose and along the 
lines proposed by the commissioner, and 
the answer to the inquiry was a decla- 
ration by the New York Fire Insurance 
Exchange at its latest meeting of its 
willingness to make a 1 per cent. re- 
duction upon all rates in force at the 
time the system was finished. 

This would be a saving to property- 
owners of over $250,000 a year, or more 
than enough to pay liberal interest 
upon the investment and create a sink- 
ing fund for the redemption of the 
bond issue within a reasonable period. 

That the fire alarm system of the 
metropolis was woefully antiquated, 
and unequal to the great strain put 
upon it, has been a matter of common 
knowledge for years. Underwriters 
have endeavored repeatedly to secure 
a modern and adequate service but 
without avail. From time to time dif- 
ferent fire commissioners have investi- 


SUSTSURSSUTLLEELEEES 


gated the matter, and have had reports 
from experts of the highest repute. 
Large sums of money too have been 
appropriated by the city to secure the 
improvement but, instead of using the 
funds for actual construction work, it 
has been expended in patching the old 
service, with the result, as Commis- 
sioner Adamson states, that the entire 


system is pinned together and liable 
to complete collapse under unusual 
strain. 


In time of fire, especially where prop- 
erty values are sO enormous as they 
are in the metropolis, moments lost in 
recording alarms, are always expensive 
and might prove serious, hence the 
wisdom of securing a service such as 
the underwriters have long striven for, 
and which Commissioner Adamson is 
now so ardently championing. 


LOSS TO WAR RISK FUND 





Both of the American Vessels Destroyed 
by Mines Insured by Federal 
Government 


Cargoes of both the Evelyn and the 
Carib, American vessels lost off the 
German coast through coming in con- 
tact with mines, were insured, partially 
at least, in the War Risk Fund of the 
United States Government. The Carib 
was valued at $150,000, and her cargo 
at $250,000. 


BORNE BY POLICYHOLDERS 

In accepting the protest of the fire 
insurance companies upon being taxed 
en their gross instead of their net pre- 
miums for maintenance of the Ohio 
fire marshal, the State Auditor, coin- 
cides with the views of the underwriters 
that the tax is unjust, and says the 
law should be clarified at once, as all 
undue burdens placed upon the com- 
panies must ultimately be borne by the 
policyholders. 
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“STATE RATING IMPRACTICAL” 


REPORT OF PENNA. COMMISSION 


Compulsory Use of Co-Insurance 
Clause Recommended—Legislation 
Submitted 


While critical in some minor respects 
the report of the Pennsylvania Legis- 
lative Committee which has been inves- 
tigating fire insurance practices in the 
Keystone State for over a year past, is, 
in the main, a high tribute to fire in- 
surance as conducted at the present 
time, and should be an effectual answer 
to the calamity howlers who are insist- 
ing upon placing further restraint upon 
an already heavily burdened business. 

Especial attention was given by the 
Commission to probing the rate-making 
machinery of the State, its conclu- 
sion in this connection being ‘that rat- 
ing combinations of insurance compa- 
nies or their representatives or agents 
are in accordance with a wise public 
policy; are necessary to the -solvency 
of the insurance companies and are 
beneficial to the public.” 

Opposed to State Rating 

The question of rate-making by the 
State, an idea favored in a number of 
Western communities just now, was 
also gone into very carefully by the 
Commission, which expressed itself 
thereupon in the following unmistak 
able language: 

“We do not believe that the State 
should have the power to fix rates, but 
it should be in a position to prevent 
discriminations and have an advisory 
control. 

“State rating is impractical. If pro- 
perly done it would entail an enormous 
expense, and so far as your Commission 
can learn, would give to the public 
very little, if any, lower rates of fire 
insurance.” 

Public prejudice against rating asso- 
ciations, the Commission is convinced, 
is born of lack of knowledge of their 
operations. 

How to Get Lower Rates 

Reduced fire insurance rates, the 
Commission sensibly affirms, can only 
be brought about through a reduction 
in the fire losses, present tariffs yield- 
ing but a scant margin, for, “It cannot 
be said that insurance companies gen- 
erally are making too large profits.” 

Compulsory use of the co-insurance 
clause would “be the quickest and most 
effective way of ultimately bringing all 
insurance rates to the lowest equitable 
level, and legislation along this line 
is recommended.” 

The Commission would further re- 
strict the individual line acceptances of 
the different companies. It scores such 
offices as fail to observe their obliga- 
tions to one another and takes a shot 
at underwriters’ agencies. In the opin- 
ion of the Commission: “Much of the 
evil now prevalent in the insurance 
world would disappear ,or could be 
avoidéd on the part of the companies 
if none but competent, intelligent and 
trustworthy persons were employed by 
them or licensed by the State. It is 
due to the companies, however, to state 
that the greater responsibility for the 
wrong rests upon the State, as the 
license issued by the Commonwealth is 
and properly can be taken by the pub- 
lic as a guarantee by the State of the 
fitness and honesty of the agent receiv- 
ing same. We suggest the advisability 
of licensing as agents and brokers only 
such persons who successfully pass an 
examination as to their ability and fit- 
ness.” 

Proposed Legislation 

Crystallizing its views upon the fire 
insurance business as conducted in 
Pennsylvania, and the changes neces- 
sary therein the Investigating Commit- 
tee has had introduced into the State 
legislature a series of measures, those 
dealing with rate-making being as 
follows: 

Power to Make Inquiry 

Section 1. Be it enacted by the 
Senate and House of Representatives 
of the Commonwealth of Pennsylvania 


in General Assembly met and it is here- 
by enacted by the authority of the same, 
that the Insurance Commissioner may 
address inquiries to any individual as- 
sociation or bureau which is or has 
been engaged in making rates or esti- 
mates of rates for fire insurance upon 
property in this Commonwealth, in re- 
tation to the organization, maintenance, 
or operation, or any other matter con- 
nected with its transaction and may re- 
quire the filing of schedules, rates, 
forms, rules, regulations, and such other 
information aS may be required, and 
it shall be the duty of every such indi- 
vidual, association or bureau or some 
cfficer thereof to promptly make such 
filing or reply to such inquiries in writ- 
ing, providing, however, surveys and 
completed schedules may be required 
enly upon specific complaint being 
registered with the Insurance Commis- 
sioner on specified risks. 

Section 2. The Insurance Commis- 
sioner shall have power to examine any 
such Rating Bureau as often as he 
deems it expedient to do so and shall 
do so not less than once every three 
years. A report thereof shall be filed 
in his office. The Insurance Commis- 
sione> may waive such examination 
upon the filing with him of a report of 
such examination made by some other 
Insurance Department, or proper super- 
vising officer within such three years. 
A statement with regard to such exam- 
ination shall be made in the annual 
report of the Insurance Commissioner. 


Discrimination Prohibited 

Section 3. No fire insurance com- 
pany or other insurer against the risk 
of fire or lightning, nor any Rating 
Bureau shall fix or charge any rate 
for fire insurance upon property in this 
Commonwealth which discriminates un- 
fairly between risks, in the application 
of like charges and credits, or which 
discriminates unfairly between risks of 
essentially the same hazard, and hav- 
ing substantially the same degree of 
protection against fire. 

Section 4. Every such company or 
cther insurer shall at least fifteen days 
in advance of any variation by it from 
the Bureau rate file with the Bureau 
of which it is a member a schedule 
showing such variation. 

Section 5. Except as contained in 
the policy, and the usual agreement for 
other insurance, no such insurance 
company or insurer or Rating Bureau 
shall make any contract or agreement 
with any person, insured or to be in- 
surec, that the whole or any part of 
uny insurance shall be written by or 
placed with any particular company, 
insurer, agent, or any group of com- 
panies, insurers, or agents. 

Bureau Membership Compulsory 

Section 6. Every insurance company 
or other insurer authorized to effect 
insurance against the risk of loss or 
damage by fire or lightning in this Com- 
monwealth shall maintain or be a mem- 
ber of a Rating Bureau. No such in- 
surer shall be a member of more than 
one Rating Bureau for the purpose of 
rating the same risk, provided, how- 
ever, that the provisions of this Section, 
shall not apply to mutual fire insurance 
companies doing business under Penn- 
sylvania charters. 

Section 7. A Rating Bureau may 
consist of one or more insurers and 
when consisting of two or more in- 
rurers shall admit to membership any 
fire insurance company authorized to 
do business within this Commonwealth, 
applying therefor, who shall agree to 
abide by the rules and regulations of 
such association or Bureau. The ex- 
pense of the Bureau shall be shared 
in proportion to the gross premiums 
received in this Commonwealth by each 
member during the preceding year to 
which may be added a reasonable annual 
fee. Each member shal] have one vote. 

Section 8. Every fire insurance com- 
pany or other insurer aforesaid shall 
in its annual application for license 
specify each Rating Bureau making 
rates upon property located within this 
Commonwealth of which it is a mem- 
ber and during the year file written 
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notice of any other such Rating Bureau 
of which it shall become a member. 
Inspecting Risks 

Section 9. Every Rating Bureau en- 
gaged in making rates or estimates for 
rates for fire insurance on property in 
this Cemmonwealth shall inspect every 
risk specifically rated by it upon sched- 
ule and make a written survey of such 
risk which shall be filed as a permanent 
record in the office of such Bureau. A 
copy ‘of such survey shall be furnished 
to the owner or his authorized agent 
upon request, 

Section 10. No fire insurance com- 
pany or any other insurer and no Kat- 
ing Bureau or any representatives of 
any fire insurance company, or other 
insurer or Rating Bureau, shall enter 
into or act upon any agreement with 
regard to the making, fixing, or collect- 
ing, of any rate for fire insurance upon 
property within this Commonwealth ex- 
cept in compliance with this act. 

Section 11. Any such agreement may 

(Continued on page 16) 
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BROKERS ACTIVITIES 











LICENSING BROKERS 
Bill Before Maine Legisature Gives 
Insurance Commissioner Dis- 
cretionary Power 
Insurance brokers having present or 
prospective business in Maine will be 
greatly interested in a bill now before 
the State Legislature dealing with the 


issuance of licenses. The measure 
reads: 
Section 1. The insurance commis- 


sioner May upon the payment of ten 
dollars issue to any suitable person, 
resident in this State, or resident in 
any other State granting insurance 
brokers’ licenses to residents of this 
State, a license to act as an insurance 
broke: ‘to negotiate contracts of insur- 
ance or place risks or effect insurance 
or reinsurance, with any qualified do- 
mestic insurance company or its agent 
or with the authorized agent in this 
State of any foreign insurance company 
duly admitted to do business in this 
State upon the following conditions: 
The applicant for such a license shall 
file with the insurance commissioner 
an application which shall be in writing 
upon a form to be provided by the 
commissioner, and shall be executed 
by the applicant under oath and kept 
on file by the insurance commissioner. 
Such application shall state the name, 
age, residence and occupation of the 
applicant at the time of making appli- 
cation, his occupation for the five years 
next preceding the date of filing the 
application, and shall state that the 
applicant intends to hold himself out 
and carry cn business in good faith as 
an insurance broker, and shall give 
such other information as the commis- 
sioner may require. The application 
shall be accompanied by a statement 
vpon a blank furnished by the insur- 
ance commissioner as to the trust- 
worthiness and competency of the appl:- 
cant, signed by at least three reputab’e 
citizens of this State. If the insurance 
commissioner is satisfied that the ap- 
plicant is trustworthy and competent 
and intends to hold himself out and 
carry on business in good faith as an 
insurance broker, he shall issue to him 
the license applied for. The commis 
sioner may at any time after the grant- 
ing of a broker’s license, for cause 
shown, and after a hearing, determine 
that the licensee has not complied with 
the insurance laws or is not trustworthy 
or competent, or is not holding himself 
out and actually carrying on business 
as ar insurance broker, or is not a 
suitable person to act as such broker, 
and he shall thereupon revoke the li- 
cense of such broker and notify him 
that his license has been revoked. A 
| roker’s license shal] remain in force one 
year from its date, unless sooner revoked 
by the insurance commissioner for 
cause. The commissioner shall publish 
a notice of the revocation of a brok- 
er’s license in such manner as he deems 
prope: for the protection of the public. 
No fee for the license aforesaid shall 
be reauired of any agent of a foreign 
insurance company whose license fees 
as such agent amount to ten dollars, 
and in case his license fees as such 
agent are less than ten dollars, then 
he shall be required to pay such amount 


as with such fees shall amount to ten 
dollars. Brokers’ licenses issued on 
applications as herein provided may, in 
the discretion of the insurance com- 
missioner, be removed upon the pay- 
ment of the proper fees without his 
requiring anew the details required in 
the original application. 

Section 2. In addition to issuing 
licenses giving the full authority to the 
license as set forth in section one of 
this act, the insurance commissioner is 
authorized at his discretion to issue in- 
surance broker’s licenses which limit the 
authority of the licensee to the extent 
agreed upon with the applicant and set 
forth in the license issued to him. 

Section 3. Companies issuing poli- 
cies through their agents on applica- 
tions from brokers shall be charged 
with the broker’s knowledge of facts 
to the same extent as if he were their 


agent. ’ 
Section 4. No license under this act 
shall be required for salaried office 


clerks of insurance agents covering acts 
performed within the offices of such 
agents. 

Section 5. Insurance broker’s licen- 
ses in effect at the time of the pass- 
age of this act shall remain in force 
for one year from their date unless 
sooner revoked by the commissioner 
for cause. 

Section 6. All acts and parts of acts 
incons'stent with the provisions of this 
act, are hereby .repealed, and this 
act shall take effect upon its passage. 


GOOD NEWS FOR BROKERS 
Chance for Partial Recovery of Illegally 
Co'lected License 
Fees 

After months of weary waiting there 
is a prospect of the recovery by New 
York brokers of license fees paid the 
State Insurance Department under a 
law subsequently declared unconstitu- 
tional. 

A measure now before the legislature 
appropriates $25,000 for the reimburse- 
ment of moneys thus improperly col 
lected by the State. As $89,000 in all 
was paid by brokers, perhaps the law- 
makers will later make provision for 
the return of the entire sum, instead 
of less than a third as is now suggested. 








U. S. Insured the Evelyn 

The Evelyn, the American ship load- 
ed with cotton, and sunk by a mine, 
was insured by the Government war 
risk bureau. The owners of the ship 
say they will not make any protest 
agains: the sinking of the ship. 

The Times of London, declares that 
during the last few days a large amount 
of insurance has been placed in the 
London market on property in the 
United States against risks of damage 
in the war. Many factories and busi- 
ness premises, according to the Times 
have been insured for six months at 
a rate of one-half of 1 per cent. 





FEDERATION IDEA GROWS 

Kentucky is the latest State to be- 
come innoculated with the Insurance 
Federation idea, the local agents of 
that commonwealth having decided to 
form such an organization, which be- 
cause of the hostility manifested by 
many of the lawmakers toward under- 
writing interests seems to be particular- 
ly needed. 


INSINCERE? 





President Hildreth Pays His Respects 
to Superintendent R. M. Potts 
of Iilinois 





Charles F. Hildreth, a leading agent 
of Freeport, Ill., and president of the 
National Association of Local Insur- 
ance Agents, pays his compliments to 
Superintendent of Insurance R. M. 
Potts, of his State, who favors the 
embarkation of the commonwealth into 
the fire insurance business. 

After pointing out the chimerical na- 
ture of the proposed plan, Mr. Hildreth 
says: 

“Judge Potts is wholly without expe 
rience in the fire insurance business, 
and yet if we were to have State insur 
ance in Illinois during his term of office 
the protection of hundreds of millions 
of dollars worth of insurable property 
in Illinois would be confined to his in 
experienced care, and if by chance he 
should prove that very rare apt pupil 
who, within the limited term of his 
office, might learn the intricacies of the 
business, the next revolution of the 
political whirligig would in all proba 
bility replace him with some other man 
equally inexperienced, and thus these 
great business and property interests 
would be subjected to the constantly- 
changing control of more or less sea- 
soned and practical] politicians rather 
than by men seasoned and practiced in 
the insurance business. 

“T fully believe that the whole scheme 
would be alike ruinous to the treasury 
of the State, the insurance interests 
and the business interests of its citi 
zens, and I strongly incline to believe 
that Judge Potts puts the plan forward 
with no real hope, if indeed he has the 
desire, that it be adopted, but rather 
that the legislature may compromise on 
his alternative proposition—State-made 
rates.” 

RENT INSURANCE 

Asents of the Scottish Union and Na 
tional, are reminded of the Company’s 
desire to write rent insurance as well 
as fire, and are urged to solicit 
business. Some reasons why rent 
Insurance is desirable are supp ied by 
the Company as follows: 

“Rent insurance protects owners 
against interruption of rental income 
by fire and lightning. Full insurance 
on building and contents will not always 


such 


provide against all the loss fire or 
ligntning can cause. Rent insurance 
restores the rental value of your prem 
ises during the rebuilding period. The 
cost is very moderate. Taxes, inter- 
est and other charges continue after 
a fire. Rent insurance will provide for 
the payments. Owners occupying their 
own buildings.—After the fire and dur- 
ing rebuilding, you must move to an 
other location. Let the income from 
a rent policy pay for the use of the 
temporary quarters. Rent insurance is 
at the service of owners of dwellings, 
stores, factories and all kinds of build- 
ings. As a tenant, your lease may stip- 
uate that it is not terminated by fire. 
Rent insurance will pay the landlord 
for the time the premises are untenant- 
able. As a tenant, a fire may terminate 
a lease representing value readily de- 
termined and expressed in dollars. A 
leasehold policy will reimburse you for 
the loss. Executors and trustees, hav- 
ing buildings in charge.—Safeguard the 
income as well as the principal of 
your trust. Rent insurance will do it. 
Windstorms, cyclones and tornadoes 
wreck buildings in every part of the 
eountry and prevail in every month of 
the year. The cost to insure against 
loss of rental income by windstorms is 
very slight. Insurance of rents is as 
logical as insurance of tangible property 
and costs less. Why be without it?” 


NEW YORK STATE FIGURES 

In the tab‘e of New York State figures 
viven in last week’s issue of this jour- 
ral, the types credited the Atlas of 
London with premium receipts in 1913 
of $146,806, whereas it should have 
read, $228,524. 

The Union of Paris, one of the sev- 
eral foreign companies represented in 
this county by Starkweather and Ship- 
ley of Providence, received $86,820 in 
premiums in the Empire State in 1914 
and incurred losses of $56,550 in the 

ime period The Abeille of France, 
another of their companies transacts re- 
nsurance only, while the Phoenix of 
Paris does a direct business. 


Booming Insurance Federation 
Wn G. Curtis, of Albany, has been 
in the city for several days looking 
fter the Insurance 
Federation which is increasing its mem- 
bership steadily both up the State and 
in the met 


interests of the 


amare 
ropouls, 
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A Manager’s Viewpoint of Agency Problems 
No. 1—The Agent and the Rating Laws 


An Address by Frank Lock, United States Manager of. the Atlas, Delivered 
Before Fire Underwriters’ Association of New Jersey 








The State of New Jersey is a little 
bit different from any other State, and 
if you have done business a consider- 
able portion of your lives in any other 
State, say in Ohio or Maine, you would 
appreciate that, wedged in here be- 
tween New York and Philadelphia, you 
have conditions that are all your own 
and problems that make their own dif- 
ficulties, all because of the peculiar sit- 
uation. A certain amount of substance 
flows over into the State of Jersey that 
might not otherwise find its way here 
from the big cities, but there are bro- 
kers in New York and even in Phila- 
delphia, there are agents who are also 
brokers in both those cities, there are 
clerks who are employed in the offices 
of those agents and brokers, and even 
of the companies, so that the legiti- 
mate, bona-fide agent in the State of 
New Jersey has certain problems and 
difficulties that are a little different 
from what are found anywhere else. 

It is not to be wondered at that as 
we try to solve those difficulties in the 
best possible way, it sometimes raises 
questions, frictions and misunderstand- 
ings. It is very hard to accommodate 
in the same bed the legitimate agents 
of the company, who are, so to speak, 
of the bone and sinew of the company, 
with the broker or with the man who 
comes into the thing as a side issue. 
In the State of New Jersey you have 
developed something, also, a little dif- 
ferent in the way of the regulation of 
the insurance business. 

Insurance Supervision 

Regulation has developed a good 
many features in the United States. 
We have some States where virtually 
there is no regulation other than col- 
lecting fees and taxes; there is not a 
single State that overlooks that func- 
tion; but beyond that there are some 
States that are content, after the in- 
gathering around about the 31st of Jan- 
uary, to forget that there is such a 
thing as the insurance business until 
the 31st of January comes around 
again. I might name several States 
that are in that happy condition. We 
manage to live in them. We find the 
loss ratio in those States runs about 
the same. You will find that the rate 
of premium measures about the same 
as in the intensely regulated States. 
Then again, we have a condition of 
things such as has developed in New 
York State in the last three or four 
years. I am inclined to think that the 
conditions we have in New York State 
are perhaps as livable and as reason- 
able as we can expect to have if we 
are going to have any kind of State 
regulation at all. Thirty years ago I 
came from a country where regulation 
is almost unknown. However the pub- 
lic and the company managed to get 
along together must keep some of the 
insurance commissioners guessing; but 
it is the fact that in the old country 
as the insurance business has been 
transacted now for some two hundred 
years, the insurance company has be- 
come to the property owner over there 
like your doctor or your lawyer—your 
own personal property. The property 
owner gets into a difficulty, he goes to 
his company about it and gets it 
straightened out, he feels that the com- 
pany belongs to him, in a way. 

The company that I represent has at 
the present time property insured that 
has been continuously on its books for 
over a hundred years. It has agents 
that have represented it from father to 
son for over a hundred years, and they 
have worried along without the element 
of State regulation. 

New York Regulation 

Now, in New York State we have 
come to a recognition by the State that 
rating bureaus organized, as well as 
managed by the companies are proper 


and reasonable institutions, and the 
State does not undertake to go any fur- 
ther than the right of review. They 
will come into the New York Fire In- 
surance Exchange; they will say to the 
Manager: “Will you let us look at your 
minute books?” They will call for the 
minute books of the rate committee, 
of the arbitration committee, of the ex- 
ecutive committee, and go through- 
them all. They will do the same in 
New York State Association at Syra- 
cuse, the same with the Buffalo Asso- 
ciation, the same with the Suburban 
Underwriters, and they thus keep a 
watchful supervision over what is ac- 
tually being done. Then, under the 
law, there is vested in the Insurance 
Superintendent the right of appeal. If 
a man feels that he is aggrieved he can 
take his grievance, or if he feels that 
he is being discriminated against, he 
can take his case of discrimination and 
he can have a hearing. As a matter of 
fact, they don’t very much, and the 
business of the State Insurance Depart- 
ment is practically nil on that side. In 
other words, there are no complaints, 
or so few as to be negligible. 

The State of Massachusetts goes a 
little further. There the Commission- 
er has the right to enter into the ques- 
tion whether an individual rate is pro- 
per or not, and call for a revision. It 
is a theory, because he is practically 
never called upon to exercise any such 
power. So far as Massachusetts is con- 
cerned, we comply with the simple re- 
quirements of the law and forget it; 
that is to say, the Department is ad- 
mirably managed, the companies obey 
the law, and there is the end of it. 
When New Jersey Rate Situation 

Looked Black 

Now, we eome here into this State. 
The Court of Errors and Appeals cer- 
tainly did leave the situation in a con- 
dition that looked very black. For a 
time it did not appear where there 
could be anything but what was alike 
ruinous to the property owner, to the 
agent, and to the company. What do 
we find to-day? There came in what 
is known as the Ramsay Bill, which 
has produced out of what threatened to 
be chaos a condition of things which 
we all feel promises to be a very liv- 
able state of affairs. You men have 
had an immense deal to do not only 
with the enactment of that very pro- 
per piece of legislation, but also that, 
up to the present, it has been permitted 
to stay on the statute books, and I 
think that you may: rest satisfied that 
fact is duly appreciated. If the statute 
were removed, neither you nor I know 
what would take its place, but I think 
we may all rest sure it would be a con- 
dition of things that would be worse 
for all concerned. 

(Continued on page 16) 


NEWARK FIRE 


INSURANCE CO. 


NEWARK, N. J. 
The Oldest Fire Insurance Company in New Jersey 


INCORPORATED 1811 “ 


Agents Desired at Unrepresented Points 








CASH CAPITAL $700,000.00 


CLEVELAND NATIONAL 


FirE INSURANCE COMPANY 
CLEVELAND, OHIO 


HYMAN D. DAVIS, President 
0. T. BROWN, Secretary 


CARROLL L. DeWiTT, 
Vice-Pres. & Man. Underwriter 





A strong, modern Company that believes in the American 
Agency System and upholds it 


APPLICATIONS FOR AGENCIES DESIRED 








TWO HUNDRED AND FIFTH YEAR 


SUN 


INSURANCE OFFICE OF LONDON 
FOUNDED 1710 
UNITED STATES BRANCH: 
54 Pine Street - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 
PACIFIC DEPARTMENT: 


N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 


John C. Paige Co. 
INSURANCE 


65 Kilby St. Boston, Mass. 


British America 
Assurance Co. 


Incorporated 1833 


FIRE 
Head Office - Toronto, Canada 
United States Branch 








January 1, 1914 
RE 5 bane. cawiene $1,889,180.99 
Surplus in U.S. ...... 727,908.12 








W. R. BROCK, President 
W. B. MEIKLE, Vice-Pres. and Gen. Mgr. 
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Reserve for Outstanding Losses.................. 612,523.00 
Special Reserve for Contingent Liabilities ....... 300,000.00 
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ENT OF CONDITION DECEMBER 3ist, 1914 
| LIABILITIES 

ésenenas $ 254,500.00 | Outstanding Fire Losses ...................$ 39,278.41 
as 235,600.00 | Unearned Premium Reserve ...........+.+-++- 244,603.01 

so ar Accrued Charges on Real Estate............ 18,646.29 
ween eeee 972,966.29 | all other Liabilities ................0000005% 8,156.78 
cance the 38,387.53 Capital Stock Fully Paid.........$877,275.00 
hated ts 81,266.65 Capital Stock Partially Paid...... 22,260.70 
el ee 27,215.03 SE Ae a oe 00 gs 08 46646.9's cn ene se 
eeobe eens 4,692.31 Surplus to Policyholders ..................-$1,303,943.32 
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JOHN E. SMITH, Managing Underwriter 
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NEW JERSEY NOTES | 











RE-ELECT DICKINSON PRESID’NT 


NEW JERSEY ASSOCIATION MEETS 








Paterson Brewery Rebating Cases Dis- 
cussed—About Fifty Agents at 
Trenton Gathering 





Tre New Jersey Association of Fire 
Underwriters, which attracted wide at- 
tention by reason of the successful 
fight it made to make the companies 
pay the stamp tax, held its annual meet- 
ing in Trenton on Thursday of last 
week. Outside of the speech of Frank 
Lock, United States manager of the 
Atles, printed elsewhere—in which, by 
the way, he gently criticised the stamp 
tax activities of the Jersey agents— 
the feature of the meeting was the 
decision to carry on the campaign for 
agency purification in New Jersey. 

The New Jersey association is taking 
the attitude that an insurance agent 
should occupy a position of trust and 
responsibility in a community and that 
crooks, incompetents, clerks for lay cor- 
porations, manufacturers, and others 
should be barred from getting licenses. 
They stand behind the commissioner 
in the stiff examination the department 
has applicants for licenses answer. 

Paterson Brewery Cases 

In view of these facts it was only 
natural that Ira J. Bogert, of Passaic, 
N. J., a leading agent, should have 
easily held the attention of the con- 
vention in Trenton when he made a 
speech referring to the Paterson brew- 
ing rebating cases, recently discussed 
in The Eastern Underwriter. As will 
be remembered, under a law of 1912 
an informer if he proves rebating, can 
collect fines from the assured. Mr. 
Bogert declared that the Department 
of Banking and Insurance was greatly 
interested in this case, and that it 
was making an_ investigation. Mr 
Bogert also declared that the filing of 
the suits in this case had created such 
a sensation in Paterson and Passaic 
that he had been informed that one 
ageni desired to sell his agency and 
leave the city for fear of developments 
that wou'd come in the brewery cases. 


An agent who had approached Mr. 
Bogert with such a proposition was 
coldly received. The association de- 


cided to keep tab on the brewery situa- 
tion, to co-operate with the insurance 
department. 

President Meredith Dickinson, of 
Trenton, was confident that the agents 
were making progress in agency quali- 
fication reform. He said that in Cam- 
den was seen the spectacle of a lumber 
company operating an insurance agen- 
cy or an insurance agency running a 
lumber yard; take your choice. He 
had given considerable thought to the 
paradox, but he couldn’t quite see how 
a lumber yard could qualify as an in- 
surance agent, nor how an agency could 
qualify as a lumber yard; yet, such 
was the fact. 

A Newark agent produced the latest 
copy of the New Jersey brokers’ licen- 
ses and showed it to some of the other 
agents. It was quite as bulky and 
formidable as the old one, but the 
agents are not discouraged. Recent de- 
velopments have given them new 
cheer, particularly the activities of the 
Insurance Department in the Bell brok- 
erage case in Newark; and, letters 
written by the Department showing a 
positive attitude in getting after agents 
and brokers who commit irregularities. 

Leading Agents Belong 

The New Jersey association is grow- 
ing. It now has 217 members enrolled, 
and Arnold Rippy, of Hudson County, 
who is chairman of the association’s 
ways and means committee, believes 
that there will be an increase in mem- 
bership. One agent present thought 
that the New Jersey association should 
have a membership of 2,000, but such 
an enrollment is entirely unnecessary. 


The thing that counts is the prestige 
of members of an association. Those 
who belong to the Jersey association 
include most of the really influential 
agencies of the State. An Atlantic City 
agent thought that the Jersey associa- 
tion was extravagant in giving the Na- 
tional association $2 a year for each 
member, but it was the opinion of the 
officers that the two dollars were well- 
contributed. 
Re-elect Officers 

The association re-elected Meredith 
Dickinson, of Trenton, president, and 
Fred J. Cox, of Perth Amboy, secretary- 
treasurer, and S. Merchant Meeker, 
Elizabeth, vice-president. These are 
agressive young agents, who have put 
in effective and hard work for the asso- 
ciation. 

The executive committee consists of 
G. D. Williamson, Jersey City; Thomas 
C. Moffatt, Newark; D. A. Henderson, 
Camden; A. W. Dresser, Burlington. 

The semi-annual] meeting will be held 
in Atlantic City. 

The meeting was brisk and business- 
like. This association believes in doing 
things. There were fifty agents pres- 
ent, and these, by the way, included 
two justices of the peace and one as- 
semblyman. Judge Hicks, of Summit, 
was one of the magistrates; William 
Greveling, of Washington, was the 
other. John J. Berry, of Newark, is 
the assemblyman. No meeting of New 
Jersey agents nowadays would be com- 
plete without the presence of Atlee 
Brown, and the popular expert arrived 
in time to attend the lunch and hear 
himself praised by Frank Lock. 





LETTER FROM MR. BILLETTER 





Philadelphia Broker Discusses Summ.t 
Rate Situation—Talks of License 
in State 





Editor The Eastern Underwriter: 

Replying to the item under “New 
Jersey Notes” in your issue of Jan- 
uary 22, 1915, and headed “Billetter 
Did Not Speak”; as you persist in 
harping on the subject of my not be- 
ing licensed to do business in New 
Jersey, will state that that fact had 
nothing whatever to do with my not 
addressing the Summit Board of Trade 
at their recent meeting, as my ab- 
sence was due entirely to pressure of 
matters of more direct importance to 
this office. 

As advised you in my previous letter, 
we are not soliciting any business in 
that State, but we do reserve the right 
to express our opinion of any law or 
laws on the statute books of New Jersey 
and before any body of men or indi- 
viduals. For your information, will 
advise that the writer was a licensed 
broker in New Jersey prior to the 
enactment of the Ramsay Law, but 
because of the arbitrary features of 
that law, allowed my license to expire 
without renewal. Nevertheless, we in- 
tend to keep up the fight against the 
above law until same is either modi- 
fied or repealed. 

I also note that you practically admit 
that this will be the case in your issue 
of January 15, wherein you call at- 
tention to the fact that the legislature 
has convened and that the “general 
belief in New Jersey is that a deter- 
mined effort will be made to upset 
the Ramsay Law.” 
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SETTLE THE ROEBLING |LOSS 


COMPANIES 





TO PAY $894,737.96. 





Cause of Fire Still a Mystery—Sound 
Value of Property Destroyed 
Was $1,570,084 





Settlement of the loss suffered at the 
Trenton, N. J., plant of the John A. 
Roebling’s Sons Company on January 
18th is recommended by the General 
Adjustment Bureau, which handled the 
case, upon the following basis: 

Sound value, $1,570,084.64; loss, $1,- 
495,617.64; insurance involved, $900,- 
000; liability of companies, $894,737.96. 

The risk was insured under sixteen 


“The Leading Fire Insurance Company 
America” 





CASH CAPITAL - $5,000,0°0.00 
WM. B. CLARK, President 


Vice-Presidents 
HENRY E. REES A. NX, WILLIAMS 
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E. J. SLOAN 
Assistant Secretaries 
GUY E. BEARDSLEY 
RALPH B, IVES 


W. F, WHITTELSEY, Marine Secretary 


E. 8.ALLEN, 








separate items, the sound value, and 
other interesting features being as here 
noted: 
Sound 

Items. Value. Loss. Insurance. Pays. 
I $78,031.21 $71,427.21 $50,000.00 $50,000.00 
2 161,365.56 159,365.5) 50,000.00 50,000.00 
3 76,923.21 63,723.21 50,000.00 50,000.00 
4 94,737.96 94;737-96 100,000.00 94,7 37-00 
5 111,590.70 110,390.70 75,000.00 75,000.00 
6 433,842.07 403,842.07. 150,000.00 150,000.00 
7 125,759.27 125,759.27 125,000.00 125,000.00 
8 171,073.39 170,173.39 125,000.00 125,000.00 
9 221,366.56 206,906.56  120,00.00 120,000.00 
10 10,524.10 9,524.10 5,000.00 5,000.00 
11 48,318.19 43,620.19 30,000.00 30,000.00 
12 9,855.90 9,855.90 6,000.00 6,000.00 
13 10,331.39 10,211.39 7,000.00 7,000.00 
14 7,910.30 7,685.30 2,000.00 2,000.00 
15 6,480.00 6,480.00 4,400.00 4,400.00 
16 1,974.83 1,854.83 600.00 600.00 





Although careful inquiry was made, 
both by the Roebling management and 
by the underwriters, the cause of the 
disastrous fire has not been learned, 
nor even a plausible theory evolved. 
The buildings that constituted the 
greater area were of brick mill con- 
struction, and so cut off that it was not 
believed possible for fire to spread with 
the rapidity it did, hence the willing- 
ness of companies to write freely upon 
the risk. 

The only stock salvage was some 
copper scrap, which, because of its 
amalgamation with brick and general 
debris, was in very poor condition for 
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recovery. 








I will also call your attention to the 
fact that you report in the same issue, 
on page 15, that Summit has been re- 
rated by the Rating Bureau and tha. 
the new rates are slightly lower than 
those formerly prevailing. It would 
therefore seem that the writer’s efforts 
in behalf of the insuring public of 
Summit and New. Jersey generally 
were not entirely unavailing, particu- 
larly as they had previously been ad- 
vised that they could not hope for any 
reduction in rate. In other words, in 
this case “the unwilling horse will not 





have to carry the load” which the Rat 
ing Bureau insisted that it would have to. 

It has always been my experience 
that competition or the mere mention 
of same very promptly brings about 
reductions in board or tariff rates, 
when all other means fail. 

As the present indications are that 
the Ramsay Law will soon be a dead 


letter, beg to advise that it is our in- 
tention to again take out a broker's 
license and resume business in New 


Jersey just as soon as we feel so in- 
clined but not before. 
















F. H. HAWLEY, Pres. 
ge Ohio's Oldest and Strongest Company 


Net Surplus Over $1,015,000.00 
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- E. K. SCHULTZ 


ORGANIZED 





1848 W. E. HAINES, Secy- 





PHILADELPHIA 
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Eastern Pennsylvania, New 


Jersey and New York 


LOGUE BROS. & CO. 


PITTSBURGH 
General Agents 


Western Pennsylvania 
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(Continued from page 14) 


I am very glad there seems no prob- 
ability that there will be any serious 
effort to disturb that piece of legisla- 
tion at this session. We know how it 
is too often in matters of legislation. 
No sooner does a plant get started 
than some one goes to the flower bed 
and pulls it up by the roots to see 
whether it is growing, and there is the 
end of that thing. Now, this ought to 
have a fair show. It should be permit- 
ted to have a fair trial. In our business 
nothing can be considered a fair trial 
that does not run at least five years, 
or we have no basis upon which to 
judge anything. 

Praises Ramsay Law 

Take the law itself. In its elements 
the question of its efficiency and of 
its satisfactory service all depends upon 
administration. That is, the law itself 
is an instrument which works for fair 
conditions, if they are rightly admin- 
istered; in the State House you must 
have a Commissioner of Banking and 
Insurance who is broad-minded, who is 
balanced with common sense, and who 
is constitutionally able to look at two 
sides of a question. Then, beyond that 
you must have an executive. that is an 
expert or experts, who are prepared to 
look upon the community in the spirit 
of a law that is intended to prevent 
discrimination. The ordinary law of 
supply and demand will never permit 
any State long to remain abnormally 
profitable, and it might be said, on the 
other hand, it will never permit any 
State to remain for a long time abnor- 


mally unprofitable. Therefore, what 
should be the aim with Legislatures, 
with Rate Experts, or with the com- 
panies, should be to establish the in- 


of the insurance tax upon an 
non-discriminatory basis; 
evenly distributed 


cidence 
equitable or 
so that it may be 
among individuals; this the Ramsay 
Bill permits, so that thereafter it be- 
comes a question whether the admin- 
istration at the State House will look 


STATE RATE-MAKING IMPRACTICAL 
(Continued from page 12) 

be made and enforced provided the 
same be nct contrary to prohibitions 
conforming to law and practice of this 
Commonwealth and be in writing, and 
prior to its taking effect a copy thereof 
be filed with the Insurance Commis- 
sioner and with each Rating Bureau 
of which any of the parties thereto 
shall] be a member or subscriber. 

Section 12. The Insurance Commis- 
sioner may after due notice and hear- 
ing upon complaints or upon his own 
moticn make an order disapproving any 
such agreement or any part of 
agreement. No such agreement shall 
be in force,, nor shall any rights be 
based thereon, after service of a copy 
of such order upon each of the parties 
to such agreement and upon each 
Bureau with which such agreement is 
required to be filed. Service may be 
made by mail and shall be completed 
upon the expiration of a reasonable 
time for transmission fixed in such 
order. The action of the Insurance 
Commissioner in making or refusing to 
make any such order shall be subject 
to summary review before a court of 
competent jurisdiction of this Common- 
wealth. 

Section 13. All acts or parts of acts 
in so far as the same are inconsistent 
with the provisions of this act are 
hereby repealed. 


such 


at the proposition in the schedules that 
are filed by the companies by their rat- 
ing experts in a broad-minded and in- 
telligent manner; and that the admin- 
istrators of the actual detail of the 
work shall be equal to their job. The 
great burden of that detail, the onus 
of that has fallen upon our friend Atlee 
Brown here, and I hope he has gone 
through the worst of his troubles. 

So far as the companies are con- 
cerned, I think we can safely say they 
honestly want to give this Ramsay Bill 
a fair and square trial. We shall great- 
ly regret, at this stage of the game, any 
pulling of it up by the roots to see if it 
is going to grow. 

State Rate Making 

Beyond New Jersey, is another phase 
of things which exists in Texas, Kan- 
sas and certain other States. That is, 
the question of State rate making. Now, 
you gentlemen know enough about this 
business, I believe, to agree that State 


rate making, extended to the forty- 
eight States of the Union, inevitably 
means the end of reliable insurance. 


There would be gone that power of in- 
demnity which puts united resources 
underneath a calamity such as can visit 
Philadelphia, New York, Baltimore, 
Newark and many other cities that I 
could name in many other States, if 
every individual State is to assume to 
itself the right to dictate the rates 
upon which the fire insurance business 
shall be done. The indemnity itself 
will be gone. We will be able to take 
care of villages, we will be able to take 


care of fifth-rate towns, but in the 
broad sense of that which gives the 


underpinning to the commercial enter- 
of the country, it will be gone. 
However, we see no sign of State rate 
making coming in New Jersey. 

(To be continued.) 
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NEW JERSEY REINSURANCE 





Prudential Fire of Manchester With- 
draws From That State—High 
Loss Ratio Cause 





The Prudential Fire of Manchester, 
N. H., has reinsured all of its New Jer- 
sey business in the Globe & Rutgers. 


The Prudential has been doing busi- 
ness in New Hampshire and New Jer- 
sey since 1903, but its experience in 


the latter State makes the reinsurance 
business there advisable. 


of jts 





American Agency 
Bulletin 


To Be Printed Weekly and Price 
Increased—Old Rate for Limited 
Period to New Subscribers. 


The American Agency Bulletin 
will soon be printed as a Weekly 
Issue to all members of the National 
Association of Insurance Agents 
and to all subscribers. The subscrip- 
tion price of $2 per annum will be 
increased to $3. There will be no 
increase in the price to agents who 
are members through the State As- 
sociations. New subscribers can 
have the Bulletin at the old rate of 
$2 if they come in right now. Ad- 
dress American Agency Bulletin, 55 
Kilby street, Boston, Mass. 











United States Branch 
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TALKS ON LEATHER PRODUCTS 
George S. Tompkins, of Commercial 
Union, Addresses Field Club in 
Albany 





The Albany Field Club held a well 
attended meeting at Keeler’s hotel in 
Albany last week. The usual] dinner 
preceded the business meeting. An in- 
teresting and instructive paper was 
read by George S. Tompkins, special 
agent of the Commercial Union, on the 
subject of “Leather Products.” Mr. 
Tompkins is unusually well posted on 
the subject, and went into it exhaus- 
tively. Later, a discussion on rate mak- 
ing took place in which W. W. Lenox, 
special agent of the Hartford; Percy 
Ling, special agent of the North Brit- 
ish & Mercantile; Herbert A. Maxson, 
special agent of the Continental, and 
T. C. Naulty, local secretary of the Un- 
derwriters’ Association, participated. 


RETURN COMMISSIONS 








National Association of Insurance 
Agents to Vigorously Contest 
Tria! Suit 

A matter of high interest to the 


agents of the country is their liability 
for commissions upon business placed 
with a company which fails before com- 
pleting its contractural obligations. 
The issue, raised through the attempt 
of the receiver for the defunct Amer- 


ican Union Fire, of Philadelphia, to 
compe. the return of commissions paid 
upon business placed with that insti- 
tution, will be energetically contested 
by the National Association of Insur- 
ance Agents which has engaged emi- 
nent counsel in the matter. 





APPOINTMENTS BY THE HOME 

To facilitate the handling of its ever- 
growing business the following head 
office appointments have been made by 
the Home Insurance Company, of New 
York: 

Eastern Department—Jay Zorn and 
Harold S. Poole, agency supervisors. 

Western Department—John A. Camp- 
bell, agency supervisor; Wil'iam Millar 


and Robert W. Roberts, assistant 
agency supervisors. 
Southern Department—William L. 


Denn’'s, agency supervisor. 
Pacific and Foreign Departments— 
Wilfred Kurth, agency supervisor. 





Charles M. Barry, western manager 
of the Pennsylvania Fire, of Philadel 
phia, and mentioned by the gossips for 
ithe presidency of the Company, which 
office has not been filled since the re- 
tirement of Col. R. Dale Benson, some 
months ago, is a typical Westerner and 
tas just the push needed to put the 
Pennsylvania in the running. The 
Company is a fine one, none beter 
m the country, but it needs an infusion 
of new blood in its management. 
Barry could supply it. 
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too much for them. 


will likely never receive. 


; Enlarge Your Business 





No doubt you would like to do it. 

You can—if you sell the Equity-Value Accident 
and Disability Policies issued by The Maryland. 

These policies frankly make their strongest appeal 
to the great middle class—many of them heretofore 
uninsured because they knew the old-style policies 
weren't intended for them and that they had to pay 


A great advantage of the Equity-Value Policies is 
that they can be written to fit the prospect. Hedoesn’t 
have to pay for benefits he doesn’t want and that he 


Briefly —they give more insurance to the average 
man— for fess money —than any policies on the market. 

And our national advertising campaign in the best 
magazines helps you to sell them. 

Remember—the first man to sell this policy in your 
town will havé all the advantage. 

Mention this paper when you write. 


Year 


Are you the one? 
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ACCIDENT CLAIM ADJUSTING 


HINTS FOR SETTLEMENT MEN 








J. M. Parker, Jr., Aetna Life Gives 
Exce lent Advice Along Lines in 
Which He is Skilled 





Popular opinion to the contrary not- 
withstanding the average man is honest 
in his dealings even with corporations, 
and such mistakes as he makes are 
due to ignorance rather than to design. 


Such in substance was the statement 
made by John M. Parker, Jr., secretary 
of the accident and liability department 
of the Aetna Life, in the course of a 
recent address upon “Personal Accident 
Adjusting” delivered before the Insur- 
ance Institute of Hartford, a few days 
ago. 

After noting that the insurance com- 
panies paid over $12,000,000 in personal 
accident claims last year, Mr. Parker 
from. his large experience, offered the 
following suggestions to those charged 
with adjusting losses for their respec- 
tive companies: 

It is the duty of an accident insur- 
ance claim examiner or adjuster to sat- 
isfy himself, from examination of the 
evidence submitted, that a claim is a 
proper one for approval; to see that 
valid c’aims are paid, and inversely to 
withhold approval where the facts de- 
mand. The average man is honest even 
in dealing with corporations, and a 
great majority of claims are straight; 
that is, they are either all right as pre- 
sented or they are straight in the sense 
that claimants are straightforward in 
their statements, but ask for more than 
the policy contract entitles them to, 
usually through ignorance. 

Ignorance of the contract on the part 
of the policyholder does not warrant 
the adjuster in making improper pay- 
ment of his company’s funds just be- 
cause the excess amount is asked for in 
good faith, but his duty is frequently 
rendered difficult in such cases, for he 
wants to satisfy the policyholder of 
the absolute justice of his position, 
whic is not always easy, whereas in 
the case of a dishonest raid upon a 
company’s treasury the adjuster may 
conserve his energies for other pur- 
poses. 


A number of years ago it was cus- 
tomary for policies to provide that im- 
mediate notice must be given in event 
of accident or injury, on ‘account of 
which claim may be made. Later, in- 
stead of the word “immediate,” a more 
liberal phrase was substituted, “as 
early as may be reasonably possible.” 

The examiner must be familiar with 
the various forms of policy contracts 
and their several provisions as to the 
giving of notice. Among the classes of 
notices of injury that require special 
attention on the part of the claim ex- 
aminer it may be in order to mention 
knee injuries, cases of hernia and cases 


where disability is complicated by 
disease conditions. A knee injury 
sometimes results in a very difficult 


claim to handle, for while there may 
be no doubt as to an injury having been 
sustained, its actual nature may be so 
obscure that the best surgeons are un- 
able to state the exact condition, or 


if they are, to make any satisfactory 
prognosis. 
Disease Complications 

Disease complications in connection 
with an accident c’aim are another 
source of responsibility for examiners 
and adjusters, especially if there are 
indications that the disease existed in- 
dependently of the injury, although 
sickness is sometimes a legitimate se- 
quel to an accidental injury, as, for ex- 
ample, traumatic pneumonia, the com- 
pany being just as much liable for in- 
demnity for disability resulting from 
the pneumonia following an injury in 
such 2 case as from any other disability 
caused by the injury. 

The services of the company’s local 
surgeons or medical examiners are 
freely requisitioned not only in cases 
of doubtful liability, but in connection 
with claims that are apparently clear 
where disability is long, so that when 
the company is asked to make large 
payments the examiner has such medi- 
cal advice as to confirm his judgment 
in approving the claims. 

The duty of an examiner, upon re- 
ceipt of a claim, is to see that the 
amount claimed is in accord with the 
policy provisions, making due allow- 
ance for double benefits accumulations 
and all other frills, and with the evi- 
dence submitted, including certificate 
of the insured’s attending physician. He 
should also see that the insured re- 
ceive.. any benefits he is entitled to 
under the policy contract that he may 
have overlooked, such for example, as 
fee for a surgical operation named in 
the policy. A large proportion of the 
entire number of claims handled go 
through without trouble, but there are 
eases sufficiently out of the ordinary 
run to make a material draft upon the 
adjuster’s stored up wisdom. 

A large proportion of people are 
honest even in dealing with “soulless 
corporations,” and a very large per- 
centage of accident and health claims 
pass through the files of a well organ- 
ized company without friction or delay, 
so that a claimant for weekly indem- 
nity or for loss of hand, or the benefi- 
ciary under a death loss, receives the 
amount due without red tape or need- 
less delay, and a list of promptly paid 
claims is about the best advertising an 
agent can carry in his pocket. 

oy SPECIAL CAMPAIGN 
Prudential Casualty Company to Ener- 
getically Seek Accident 
Business 

While planning to seek all classes 
of business which it writes with un- 
vsual energy this year, the Prudential 
Casualty, of Indianapolis, will make an 
especial drive for commercial and in- 
dustrial accident and health risks. 

Speaking of the movement J. J. Ken- 
nedy, superintendent of the Company’s 
accident and health branch, says: “A 
special branch office has been opened 
for the industrial department in In- 
dianapolis, and an executive special 
representative appointed to handle 
same. General Manager Davis an- 
nounces that he has already arranged 
contracts with a good staff of industrial 
men for the city of Indianapolis, and 
has received applications for agencies 
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from quite a few representative men 
throughout the State. In other States, 
both commercial and industrial agencies 
are being opened. It is the intention 
of the Company to reward the indus- 
trial agents making the best record by 
promptly promoting them to positions 
as district managers or special repre- 
sentatives in the industrial department. 
The Company is optimistic as to the 
outlook for its accident and health de- 
partments during the coming year.” 


“A SURPASSING RECORD” 





Massachusetts Bonding and Insurance 
Company Continues to Make 
Giant Strides 
A high tribute to the energy and 
capacity of President T. J. Falvey and 
those associated with him in the man- 
agement of the Massachusetts Bonding 
and Insurance Company, of Boston, is 
the wonderful progress of the corpora- 
tion since its launching seven years 

ago. 
Within that 





short period the Com- 


pany has created a well disciplined 
agency force, which produced net pre- 
niiums of $4,568,520 last year, and is 


well equipped to greatly exceed this sum 
in future. Compared with the returns 
of 1913 the figures above given show 
a gain of $1,165,484, which indicates 
wnat the field men of the Massachusetts 
Bonding are capable of. 


The assets of the Company on Jan- 
uary 1 were $4,641,311.31; nearly one- 
half of which or, $2,237,508.38 was poli- 
cyhoiders surplus. In addition there 
is $386,489 of assets not allowed by the 
insurance department, but which Presi- 
dent Falvey is convinced, is perfectly 
good and will so prove 

Writing fidelity and surety bonds, lia- 
bility, automobile and teams property 
damage, workmen's compensation, per- 
sonal accident, health, burglary, theft 
and plate glass insurance, and issuing 


libera' forms in each department, the 
Massachusetts Bonding is a prime 
favorite with agents and their clients, 


and its success is wholly deserved. 
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CASUALTY SOCIETY CONVENES 


IMPORTANT SUBJECTS DISCUSSED 








Casualty Actuarial and Statistical So- 
ciety Meets in New York—Consider 
Legislative and Compensation 
Matters 





The proper workmen’s compensation 
loss reserve was the all-important topic 
at the second meeting of the Casualty 
Actuarial and Statistical Society of 
America in New York on Friday and 
Saturday last. A business meeting was 
held on the 19th, in the library of the 
Metropolitan Life, and a general ses- 
sion all day Saturday, at which import- 
ant papers were read and discussed, 
summaries of which are contained 
hereinafter. One of the topics of gen- 
eral discussion was the anticipated 
legislation in the various States to cor- 
rect the existing laws governing loss 
reserves, The meeting closed with a 
dinner at the City Club on Saturday 
evening. 

It was suggested that the next meet- 
ing be held in May at the same time 
as that of the Actuarial Society of 
America. The following “fellows” were 
elected members of the Society: Henry 
Collins, John M. Laird, C. W. Fellows, 
Gordon Case, Geo. Lambert Smith, W. 
R..Madrill, Franklin B. Mead, Richard 
Fondiller, F. S. Garrison, W. J. Mont- 
gomery, Mrs. Dorothy Rolph, James E. 
Flannigan, Harry Lubin, John T. Stone, 
J. Highland Burns and Abb Landis. 

The proceedings and minutes of the 
first meeting have been published by 
the Society in book form, comprising a 
comprehensive review of the workings 
of the organization, together with valu- 
able statistics on general casualty mat- 
ters, including the papers read at that 
session. It also contains a bibliography 
on casualty subjects with a list of the 
books and publications on _ technical 
topics. It was announced that the 
work of establishing a library was pro- 
gressing with satisfactory rapidity. 

Miles M. Dawson, consulting actu- 
ary, read a paper on “Workmen’s Com- 
pensation Claim Reserves.” 

“Workmen’s Compensation Reserves” 
was the subject of a paper by Joseph 
H. Woodward, actuary of the Work- 
men’s Compensation Commission of 
New York: 

The subject of the reserves neces- 
sary to establish workmen’s compensa- 
tion insurance in the United States 
upon a solvent basis is one which will 
doubtless occupy a large share of the 
attention of this Society during the im- 
mediate future. No satisfactory prece- 
dents or established methods of com- 
puting such reserves are as yet avail- 
able and numerous contributions to the 
subject, from varying points of view, 
will be necessary before it can be treat- 
ed and disposed of. No solution of the 
problem finally satisfactory from an 
actuarial standpoint will be possible 
until the analyzed statistics of some 
years’ experience with workmen’s com- 
pensation in the United States are 
available. Meanwhile the _ practical 
question is to find a method of comput- 
ing reserves which will be workable as 
an insurance department requirement 
and uniformly applicable, so far as may 
be, to companies operating in many 
States and under varying workmen’s 
compensation laws. 

The two principal kinds of reserves 
to be considered in connection with 
any branch of insurance are (1) the 
loss reserve and (2) the premium re- 
serve. 

Death Claims: Suspended Mortality 

Where, as in New York, the death 
benefit is relatively costly as compared 
with the other benefits provided in the 
law the question of suspended mortal- 
ity is of considerable moment and neg- 
lect to make proper provision therefor 
may have a serious effect upon the 
adequacy of the reserve. In using the 
term “suspended mortality” I refer to 
those cases where death adjudged to be 
the result of the work-injury occurs 
some time after the injury and subse- 


quent to the date as of which the re- 
serve is being computed. Cases appear- 
ing on their face to be permanent or 
temporary disabilities prove, every so 
often, to be cases where compensation 
for death following the disability is 
payable. Now, from prior considera- 
itons, it seems a fair assumption that 
the probability that deaths occurring 
among the disabled will be adjudged 
to arise from the work accident causing 
the disability will diminish as the peri- 
od elapsed since the accident increases, 
and that it will eventually become so 
small as to be negligible. How many 
years it will require for this suspended 
mortality to wear off is a question 
which, so far as I am informed, there 
are no statistics to answer. After con- 
sidering certain data published by the 
German National Insurance office, I 
venture to propose the arbitrary as- 
sumptions, however, that suspended 
mortality wears off at the end of twen- 
ty years and that its effect diminishes 
at the rate of one-half of one per cent. 
per annum. Under these assumptions 
the reserve for suspended mortality 
may be calculated by multiplying the 
computed reserves for actual mortality 
by percentages depending upon the 
number of years elapsed since the year 
of issue of the policies to which the 
actual deaths relate. 
Compensation Claims Should be Pre- 
ferred Claims 

The question of making claims for 
workmen’s compensation just as se 
cure, financially, as it is possible to 
make them is one to which careful 
thought should be given. It is sug- 
gested that it should be provided by 
statute (1) that in the event of insol- 
vency or liquidation of any insurance 
carrier workmen’s compensation claims 
are to be treated as preferred over 
other loss claims and (2) that claims 
for insurance losses in general, includ- 
ing workmen’s compensation losses, are 
to be treated as preferred over claims 
against the unearned premium fund. 
Such action would prove more effective 
in giving special protection to benefi- 
ciaries under workmen’s compensation 
policies than would the requirement of 
a special deposit and it would be free 
from discriminatory results of an ob- 
jectionable character. 

Conclusion 

Briefly stated, the salient features of 
the method of computing workmen’s 
compensation loss reserves proposed in 
this paper are: (1) the basing of the 
reserve upon pure premiums during an 
initial period sufficiently extended to 
make unnecessary the detailed consid- 
eration of that vast majority of claims 
which are for trivial or minor injuries; 
(2) the individual valuation of other 
claims upon the basis of suitable stand- 
ards of mortality, remarriage and inter- 
est; (3) the valuation of the more seri- 
ous cases of temporary disability upon 
the assumption that these cases merge 
into cases of permanent disability after 
a certain number of years from the 
date of the accident and that they 
meanwhile tend to approach permanent 
disability cases in value as their dura- 
tion increases; (4) the charging of a 
reserve for suspended mortality propor- 
tionate to the reserve for actual mor- 
tality but decreasing as the time 
elapsed since the year of issue increas- 
es; (5) the charging of a supplemen- 
tary reserve for deferred claim expen- 
ses calculated as a percentage addition 
to the sum of the foregoing items. 

Such a plan has no great claim to 
originality, but I venture to submit 
that, pending the accumulation of suit- 
able and extensive statistics relating 
to workmen’s compensation in the 
United States, it will be found labor- 
saving and practically convenient and 
may be made to produce reserves 
which will measure with a reasonable 
degree of accuracy the probability of 
loss payments. 

Liability Claim Reserves 

B. D. Flynn, secretary of the Trav- 
elers Insurance Company, proposed a 
method for the calculation of liability 
and Workmen’s Compensation Claim 
Reserves, in brief as follows: 
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The present Liability Claim Reserve 
Law of New York, which was drawn 
up by insurance men qualified for the 
work after careful study of all plans, 
utilizes the first method outlined above 
for the valuation of mature claims, and 
the second method for the valuation of 
immature claims resulting from busi- 
ness written in the years just preced- 
ing date of valuation. In the method 
proposed below the same general plan 
of the present law will be adopted with 
minor changes in detail. In the follow- 
ing outline no attempt has been made 
to put the proposed plan in legal 
phraseology. 

All outstanding Liability and Work- 
men’s Compensation claims under poli- 
cies issued prior to January 1, 1913, 
shall be valued by the method outlined 
in the present law of New York State— 
except that the individual estimates of 
outstanding workmen’s compensation 
claims shall be made upon the basis 
mentioned hereafter. 

The claim reserve for Liability poli- 
cies issued after January 1, 1913, shall 
be calculated separately from that for 
workmen’s compensation contracts is- 
sued after that date. 

The claim reserve for Liability poli- 
cies issued after January 1, 1913, shall 
be calculated as follows: 

For policies issued in the eleventh 
and earlier years of business preceding 
date of valuation the reserve shall be 
the number of outstanding suits valued 
at $1,000 per suit. 

For policies issued in the fourth to 
tenth years (inclusive) preceding date 
of valuation the reserve shall be the 
number of outstanding suits valued at 
$750 per suit. 

For policies issued in the third year 
preceding date of valuation the reserve 
shall be 60 per cent. of earned premi- 
ums, less losses and loss expense paid, 
with a check on outstanding suits at 
$750 each. 

For policies issued in the second year 
preceding date of valuation the reserve 
shall be 60 per cent. of earned premi- 
ums, less losses and loss expense paid, 
with a check on outstanding suits at an 
average cost per suit derived from the 
experience of all companies—as out- 
lined hereafter. 

For policies issued in the first year 
preceding date of valuation the reserve 
shall be 60 per cent. of earned premi- 
ums, less losses and loss expense paid, 
with no suit check. 

The claim reserve for Workmen’s 
Compensation policies issued after Jan- 
uary 1, 1913, shall be as follows: 

For policies issued in the fourth and 
earlier years preceding date of valua- 
tion the reserve shall be the total of 
the individual estimates of the cost of 
outstanding claims calculated upon the 
basis mentioned hereafter. 

For policies issued in the third year 
preceding date of valuation the reserve 
shall be 65 per cent. of earned premi- 
ums, less losses and loss expense paid, 
with a check by individual estimates 
of outstanding claims calculated upon 
the basis mentioned hereafter. 

For policies issued in the second year 
preceding date of valuation the reserve 
shall be 65 per cent. of earned premi- 
ums, less losses and loss expense paid, 
with no check by individual estimate 
of outstanding claims. 

For policies issued in the first year 
preceding date of valuation the reserve 
shall be 65 per cent. of earned premi- 
ums, less losses and loss expense paid, 
with no check by individual] estimate 
of outstanding claims. 


Except that the percentages of earn- 
ed premiums to be used for policies is- 
sued in the calendar years 1913, 1914 
and 1915, while these years are in the 
three year period just preceding date 
of valuation, shall be 55 per cent., 
60 per cent. and 62% per cent. respect- 
ively. 

Unassigned Losses 

The method of apportioning unas- 
signed loss expense paid in a particular 
calendar year to the various years of 
business under the policies of which 
the expense was incurred shall be for 
Liability business—that required in the 
present law of New York. For Work- 
men’s Compensation business the meth- 
od of apportionment should take into 
consideration the relatively shorter 
period during which this expense is in- 
curred. A distribution is proposed of 
40 per cent. to the year of business 
corresponding to the calendar year of 
payment, 50 per cent. to the year just 
preceding and 10 per cent. to the sec- 
ond year preceding. 

Mr. Flynn further outlined his plan 
for the calculation of Workmen’s Com- 
pensation claim reserves. 

Expense Adjustment 

Robert K. Orr, manager of the Mich- 
igan State Accident Insurance Fund, 
spoke on “An Expense Adjustment in 
Connection with the application of a 
Law Differential,” in part, as follows: 

Inasmuch as the rates for Workmen’s 
Compensation insurance for the differ- 
ent States are likely to be compared 
by the various supervising officials, it 
would now seem to be an opportune 
time to investigate the matter of the 
expense factor. 

It is now customary to load the net 
(pure) premium with a percentage. A 
little consideration shows that this is 
not only unscientific but is unfair to 
those States having a high compensa- 
tion rate. At the best we should use 
a percentage only for that part of the 
expenses which are in the nature of a 
per cent. of the premium, such as com- 
missions, taxes and possibly some ad- 
justment expenses. The balance of the 
expense part of the premium cannot be 
considered as a percentage for the rea- 
son that such expense in a State having 
a high net premium rate is no more 
than the expense in a State having a 
low net premium rate. 

There is absolutely no reason why a 
differential cannot be easily applied to 
a net premium in such a way as to ad- 
just the loading fairly between the 
various states. 

A paper by Saul Epsteen, ex-Insur- 
ance Commissioner of Colorado, on “A 
Method of Computing Workmen’s Com- 
pensation Rates” was read. The paper 
dwelt at some length on the attitude 
of capital, labor and the various insur- 
ance departments toward workmen’s 
compensation insurance and the ques- 
tion of rates. 

I. M. Rubinow read a paper on “Our 
Problems,” covering the work of the 
Society, its progress and the difficulties 
that had been met. He defined the 
work of the actuaries and statisticians 
and in closing said: “Over and above 
them there must be the spirit of scien- 
tific inquiry of striving for truth. 
Granted these, our statistical depart- 
ments may become organizations for 
useful social service, provided we suc- 
ceed in impressing upon the manage- 
ment of insurance carriers that it is 
right and proper that such individual 
investigations be given proper pub- 
licity, without which all exchange of 
knowledge is impossible.” 
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Special Talks With Local Agents 




















The manner in which 

Investment the funds of the estate 
of Trust are invested by the 
Funds fiduciary is of vital 
importance to the 

surety, says A. J. White, of the Mas- 
sachusetts Bonding and Insurance Co. 
If the fiduciary fail to invest within 
a reasonable time after his appoint- 
ment, and what is a reasonable time 
is a question of fact, he is liable to the 
cestique trust or ward for the interest 
lost through his neglect. If the funds as 
received by him are not safely invested, 
he must dispose of the questionable se- 
curities within a reasonable time and 
invest the proceeds in securities which 
are approved by law or rule of court. 
In the absence of such law he must 
exercise sound discretion and good 
faith in investing. If the fiduciary is 
a trustee acting under an instrument 
in writing, he is governed by its terms 
as to investments. The class of securi- 
ties in which a trustee may invest has 
been fixed by law in some States, and 
where such is the case the fiduciary 
must adhere to the requirements of the 
statute. In other jurisdictions the 
courts have established rules by which 
the fiduciary must be guided in mak- 
ng investments. Undoubtedly the most 
conservative rule igs that laid down by 
the Courts of New York State, which 
states the following to be sound: Real 
estate, bonds of individuals secured by 
first mortgages of real estate, first 
mortgage bonds of corporations, and 
municipal securities. It is safe for the fi- 
duciary to follow this rule in absence of 
any statute or ruling in his own State. 
The fact that a security comes within a 
certain class does not necessarily prove 
that it is a safe investment, and if a 
loss is sustained for having invested 
in such security through lack of dis- 
cretion or good faith, the fiduciary and 
the surety will be responsible for any 
depreciation. The following invest- 
ments are never approved: Loans on 


EXENDED COVERAGE 





New Policy of National Casualty to 
indemnify for “Every Possible 
Accident” 





Chalienging the statement that the 
basic premium of one dollar per month 
for ax industrial accident policy is in- 
adequate, the National Casualty Com- 
pany, of Detroit, holds it to be suffi- 
cient, and is prepared to prove its posi- 
tion from experience over a period of 
years. 

More than that, the National Casualty 
has a policy which it will issue on 
March 1, the indemnities thereunder 
being far more liberal than those now 
granted. 

Discussing the proposed contract 
Agency Director Gerald Bunker, of the 
Company, says: 

“It will cover every possible acci- 
dent, and every sickness or disease ex- 
cept veneral. The only exceptions will 
be those against fraud, or against dis- 
abilities which do not result from acci- 
dent or illness. Every day of disability 
will be covered for accident, and every 
day of disability will be covered for 
sickness; and the maximum indemnities 
will be given, and the premium will 
be exactly one dollar per month in all 


personal security, investments in busi- 
ness ventures, second mortgages, mort- 
gages on leaseho.d property, unim- 
proved real estate, or rather that yield- 
ing no income, and we might add un- 
listed stocks or bonds, 

* # * 

The Standard Life, of 

Importance Pittsburgh, in speak- 

of Health ing of accident and 

Insurance health insurance, calls 

attention to the fact 

that- few persons know whether they 

are insured against various things, es- 
pecially pertaining to health. 

“Comparatively few men,” says the 
Standard Life, “realize the importance 
of carrying health insurance. No man 
who owned a valuable 10-story building 
would think of insuring only five 
stories, and yet this is just what the 
person is doing who carries accident 
and not health insurance. The chances 
of illness are much greater than of 
accident. 

“In the past some dissatisfaction has 
been caused among accident and health 
policyholders because when they have 
been ill or met with an accident they 
found their particular illness or injury 
was not covered by their policy. Prob- 
ably no one knows whether or not his 
accident policy limits accidents to 
those caused by external or violent 
means; whether he would be entitled 
to double indemnity, under his policy, if 
he were injured while riding on the steps 
or rvrning board of a public convey- 
ance; whether he would be entitled to 
the full weekly indemnity under his 
health policy if he were ill but not con- 
fined to the house; whether blood-poison- 
ing, sun-stroke, freezing, hydrophobia 
and asphyxiation are deemed bodily in- 
juries; whether the hospital benefits, 
under his policy, grant extra indemnity 
for accident as well as illness, and 
whether the insured must be confined 
in an incorporated hospital.” 


classes. We are aware that the !oss 
ratio on this policy will be higher, and 
therefore the field cost will have to be 
lower. But we believe the greater list 
of well satisfied and continuing policy- 
holders will readily reconcile the field 
man to the acceptance of smaller com- 
missions.” 


SINGLE PREMIUM OF $17,500 

Surety writing companies are doing 
a lucrative business just now in sup- 
plying bonds guaranteeing the fulfill- 
ment of war supplies to various Euro- 
pean governments. The National 
Surety, of New York, which rather spe- 
cializes upon this class of hazard, re- 
cently issued a $5,000,000 bond for 
which it received a premium of $17,500. 


ADDS $50,000 TO CAPITAL 
An additional $50,000 has been se- 
cured to the capital of the Massachu- 
setts Accident Company of Boston, 
making that item $150,000, and provid- 
ing a surplus to _ policyholders of 
$200,000. 





Claims aggregating $853,210.56 were 
paid by the accident department of the 
Pacific Mutual Life of Los Angeles, 
last year, of this amount $188,542.13 
went for death benefits. 





Georgia Casualty Company 
MACON, ‘GEORGIA 
W. E. SMALL ° President 
A STRONG CASUALTY COMPANY Surplus and Reserves over $800,000 
Writes the Following Forms of Casualty Insurance 


ACCIDENT PLATE GLASS HEALTH LIABILITY 
AUTOMOBILE BURGLARY ELEVATOR TEAMS 


Agemts Wanted in Undeveloped Territory 
Apply PETER EPES, Agency Manager, Home Office 








GENERAL ACCIDENT 


FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 
ACCIDENT—-HEALTH—LIABILITY 
Automobile, Elevator, Teams, Burglary, Workmen’s Compensation, Etc. 
C. NORIE-MILLER, United States Manager 


Metropolitan Department, 111 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 








THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insuranee Co.) 
Home Office, 47 CEDAR STREET 


Chartered 1874 
P 
PERSONAL APoisent 


AND HEALT POLICIES 


OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
R. R. CORNELL, Vice-Pres. 8. WM. BURTON, Sec. ALONZO G. BROOKS, Ass’t Sec. 


Reliable and Energetic Agents Wanted 


ATE GLASS 








The Frankfort General Insurance Co. 
of Frankfort-On-The-Main, Germany 
ESTABLISHED 1865 
United States Department, 123-133 William St., New York, N. Y. 
TRUSTEES: Union Trust Company, 80 Broadway, New York City 
C. H. FRANKLIN, U. S. Mer. and Attorney JNO. M. SMITH, Sec. U. S. Branch 








LIABILITY— INSURANCES TRANSACTED 

Employers 

Public Vessel Owners Burglary 

Teams General Contingent Workmen's Collective 
Workmen's Landlords Druggists & Individual Accident & Health 
Compensation Elevator Physicians Industrial Accident & Health 


AGENTS WANTED FOR UNOCCUPIED TERRITORY 








NEW ENGLAND CASUALTY COMPANY 


HOME OFFICE BOSTON, MASS. 


xs 








Incorporated under Massa- 
chusetts Laws in igor 


Capital $1,000,000.00 
Liability and Automo- 
bile Property Damage, 
Workmen's Compensa- 
tion 


Fidelity and Surety 
Bonds, Burglary and 
Theft, Accident and 


Health Insurance 











COE McDOWELL, President 
A Strong Reliable and Conservative Company 


New York Branch Office 80 Maiden Lane 











BUSINESS=BUILDERS 











BOSTON 
Paid-In Capital $2,000,000 





DEVELOPING 


Fidelity and Surety Bonds, Liability Workmen’s 
Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE: 


Massachusetts Bonding=|nsurance Company 








T. J. FALVEY, President 
Write For Territory 








Prudential Casualty Go. 


INDIANAPOLIS 


LINES WRITTEN 


Commercial Accident and Health, Burglary and Plate Glass; Automobile 
—Liability—Property Damage—Collision; Employers’ Liability—Public 
—Teams—Elevator; Workmen's Compensation—General Liability 
—lIndustrial Accident and Health. 


Assets Over a Million 
Satisfactory Service to Policyholders and Agents 











THE EASTERN UNDERWRITER 





February 26, 1915. 








GOOD SERVICE 


is the foundation upon which to erect a successful business. 
Brief, liberal, clearly expressed policies, with guaranteed 
low cost, are serviceable alike to policy holders and agents. 
Specimens of Life, Accident or Health policies cheer- 
fully furnished. 


For Agencies Address’ 
The Columbian National Life Insurance Company 
BOSTON, MASS. 


ARTHUR E. CHILDS, President 
WM. C. JOHNSON, Vice-Pres. and Gen’! Mgr. 


Pan-American Life Insurance Company 


New Orleans, Louisiana 
C. H. ELLIS, President 





Total Insurance in force December 31st, 1913............- $13,280,108 
Total Resources December 31st, 1913............- 2,230,532 





We have a few attractive openings for the right men, offering opportunity 
for the development of | tive agencies and future advancement with 
our Company. For full particulars, Address: 


E. G. SIMMONS, Vice-President and Agency Manager 
Whitney Central Building 
New Orleans, Louisania 











Excellent Opportunities For Good Men 


HIGH COMMISSIONS 
LOW RATES 
SALABLE POLICIES 





SCRANTON LIFE INSURANCE COMPANY 


HOMER V. TOULON, Manager 


1098 Drexel Building PHILADELPHIA, PA. 


INSURANCE COMPANY OF NORTH AMERICA 


PHILADELPHIA, PA. 


MARINE 


AND INLAND TRANS- 
PORTATION, MOTOR 
BOAT, TOURIST 
FLOATER,AUTO- 
MOBILE FLOATER, 
PARCEL POST 


LOSSES PAID SINCE 
ORGANIZATION 


FIRE 


AND TORNADO 
RENT, LEASE, USE 
AND OCCUPANCY 






aininsetediniialdtinas h Ame Ric» 
CAPITAL - $4,000,000 aaa F< 
ASSETS - $17,938,784 @e 
LIABILITIES - $9,193,374 $164,800,757. 
Net - Surplus $4,745,410. Surplus to Policy Holders $8,745,410. 


EUGENE L. ELLISON President 
BENJAMIN RUSH, Vice-President T. HOWARD WRIGHT, Sec’y and Treas. 
JOHN O. PLAT, 2nd Vice-President SHBLDON CATLIN, Ass‘t. Seoretary 

















“WHAT THE EQUITABLE 
OFFERS” 


What the Equitable Offers is the title 
of a booklet listing in detail the many 
attractions and advantages of Equitable 
policy contracts. 


While intended for the prospective 
insurer, it will interest any insurance sales- 
man who is curious to know why Equitable 
policies sell readily, renew steadfastly and 
meet every conceivable need of all classes 
of insurers. A copy will be sent to any 
address on request. 


The Equitable 
Life Assurance Society 


of the United States 
165 Broadway, New York 


W. A. DAY, President 























There is Always Room at the Top 














Come with us 
and it won’t be 
so hard to get 
on. 





Live ones win |. 
among 


IZZERS 


Write to 


J. L. BABLER 


a 


~~ S : Gen’! Manager Agencies 


International Life 


ST. LOUIS 




















